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STRATOLINER SERIES 


1U0-246—2-light 40-w. open 
1U0-}40—3- light 40-w. open 


af 1UP-240—2-light 40-w. closed end 
1U0-2-100—2-Hght 100-w. open 


1UP-340—3-light 49-w. closed end 
1UP-2-100—2-light 100-w. closed end 


Durable and strongly built fixtures, neat in 
appearance. All-steel housing, channel and 
reflectors. On continuous run wireway in- 
stallations 2-light sections may be grouped 
with 3-light or blank sections. One-piece 
channel for twin 40-watt sections (8' length) 
or 100-watt sections (10° length). 


ZEPHYRLITE SERIES 


2U0-240—2-light 40-w. open 


Z1U-240—2-light 40-w. closed end 
1U0-340—3-ight 40-w. open 


21U-340—3-light 40-w. clesed end 
Corrugation incorporates unusual strength 
and rigidity into units. No warping, twisting 
or sagging! All-steel housing, reflectors, 
deep drawn channel. 2-light units can be 
easily converted to 3-light whenever de- 
sired. For individual or continuous run 
wireway installation 
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NEW HORIZON SLIMLINE INDUSTRIAL SERIES 


NHI-260—2- light 72” 
NHI-360—3-light 72” 
NHI-460—4-light 72” 


These heavy-duty Slimline fixtures bring streamlined 
styling to industrial lighting and provide exceptionally 
high light intensity. All-steel channel and reflectors. 
Designed primarily for continuous run wireway instal 
lations. Instant-start operation in choice of 120, 200, 300 
or 425 ma. Multi-bulb units for up to 10 lamps available 
on special order. 


byl’ 


Ameritas Nol Lighting Equipment Manifactinn 
LEADER ELECTRIC COMPANY 
3500 North Kedzie Avenue «+ Chicago 18, Illinois 


leader Electric — Western: 800 One Hundredth Avenue * Oakland 3, California 
Campbelli-Leader, Lid.: Brantford, Ontario * Canada 


NHI-280—2-lght 96” 
NHI - 380—3- light 96” 
WHI 480—4-light 96” 





Sold and installed by better 
electrical dealers and contrac- 


tors everywhere. 








SUREST protection at LOWEST..:: 
...and CONSERVES Arcaious Brass and Cather 


Your first investment in a metal-conserving “ECONOMY DE-LAY” Renew- 
able Fuse is reasonable—and you save a lot of money every 
time you have a “blow”. Because you simply remove the blown 
link and replace it with a new, inexpensive “ECONOMY DE-LAY” 
Renewal Link in the same cartridge. 


This restores the fuse to its original efficiency, at a cost of only 
a few cents for each “blow”. 


You can't buy any other type of fuse protection that “serves” 
you so well, and costs so little. 


Your Electrical Wholesaler has “economy ve-.ay” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog and Price List. 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MEG. CO., 2717 creenvew ave, chicago 14, ILLINOIS seressgerarves os 


ELECTRICAL WHOLESALERS—Don’t “blow” your profits on fuse soles 
Make sure now that you have an ample stock of all sizes to meet the 
demand for “ECONOMY DE-LAY” Renewable Fuses and Renewal Links. 
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__ What’ the insi 


For peak lamp performance, your “inside story” should begin 


with General Electric ballasts. 

The ballast is the heart of the fluorescent fixture—it governs 
lamp performance. It’s all-important in getting the level of 
light you want—and that’s a job that can’t be done by cutting 
corners in either design or manufacture, or by building to no 
more than the accepted standards of quality. 

You gain by insisting upon General Electric ballasts because 
G-E ballasts are built to exceed accepted standards. With G-E 
ballasts in your fluorescent fixtures, you get proved depend- 
ability, extra lamp performance, and more light for your money. 

Buy when you see the tag that says, “Equipped with a Gen- 
eral Electric Ballast”. That’s the “tagline” to your inside story. 

General Electric Co., Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 
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HAZARD 
ARMORTITE 


(non-metallic armored) 
...and it’s service-proved 


for over 20 years 


When you're planning your next underground power cable instal- 

lation, it will pay you to get the facts and figures on Hazard Armor- 
tite Cable. Its low initial cost is a big help coday in anybody’s budget, 
but consider the worth of these other timely advantages, too: 


1. It’s normally carried in factory stock—this means important sav- 
ings in time for you. 


2. Fewer strategic defense materials are required for its manufacture 
compared to other underground cable designs. 


3. It’s light in weight, easy to handle, splice and terminate. Armortite 
can be installed quickly and economically by hand digging, plowing 
or trenching. 


‘¢ 4. Its service record goes back 20 years with never a failure reported 
\ due to defect of the cable itself. 


5. Its construction is rugged. Long-lived, moisture-resistant Hazard 


~ a” 
Watertite is the insulation; Okobestoprene Tape (not braid) forms 
tight seal over the insulated conductors—prevents wicking-in of 
moisture, safeguards against chemicals; over this construction go 


tough, leather-like Armortite Tapes, a special plastic sealing com- 

pound and saturated jute —_—- The result is an outstanding, 
long-lived, trouble-free underground cable with remarkable resistance 
to all enemies of underground cable, particularly mechanical damage. 


Your Hazard representative will be glad to furnish you complete in- 
formation, or write Hazard Insulated Wire Works, Division of The 
Okonite Company, Wilkes-Barre, Pa. 


HAZAKD 
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don’t overlook 


Burndy produ 
been geared! ur requirements — 


Mo help you fill Reeds of your market. 


Today, of course, defense needs have first 
call on any production using strategic metals. 
Producers cannot obtain these scarce mate- 
rials without D.O. rating. And National Pro- 


duction Authority teg@ations also limit outputs: 


except for filling 


Naturally, we want 
supplied with & pndy 
your cooperafienm: you order connec- 
tors for D.O. jobiigimas replacements for stock 
previously shipp@g@agp D.O. jobs, be sure to 
send us D.O. ratings. 


You'll be helping us help you keep all your 
customers happy. 
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Standardized for ECONOMY... 
Tailored for 


EFFICIENCY! 


@ KLAMPSWITCHFUZ TYPE 


A safety-type switchboard incorporating the 
latest features and design . . . an extremely 
compact unit with almost unlimited electrical 
Capacity ... greater operating efficiency with 
less maintenance—safer operations with dead 
front safety type enclosures and safer, more 
efficient switching with @ Klampswitchfuz or 
Snufarc (hinged, pull-out type) switches. Ex- 
cellent for disconnect service on lighting and 
power Circuits. 

Capacities: KLAMPSWITCHFUZ 30 to 600 amps. 250 
volts AC or DC and @ SNUFARC: 30 to 200 amps. 
600 volts in 2, 3 and 4 poles. 


@ SHUTLBRAK TYPE 


A type similar to the Klampswitchfuz, 
designed for frequent operation of switches. 
Totally enclosed, this switchboard features 
the @ Shutlbrak switch . . . a front-operated, 
horsepower-rated industrial switch with quick 
make and break operations and interlocking 
fuse doors that permit access to fuse com- 
partment only when switch is “Off.”’ 


Capacities: 30 to 1200 amps. 250 volts, AC or DC 
and 600 volts AC in 2, 3 and 4 poles. 


When it comes to dependable, economical 
and efficient light and power distribution, 
Standardized (@ Switchboards are your answer. 


The flexible plan introduced by ( of assem- 
bling complete sections and units into stand- 
ardized enclosures, not only provides all the 
advantages of a “Tailor-Made” switchboard, 
but affords substantial savings in cost. 


Standardized (H Switchboards are factory as- 
sembled and shipped ready for connection of 
main and branch circuit cables. Units can be 
arranged singly or grouped, because all sec- 
tions readily fit together. Removable end walls 
permit the addition of sections to either side. 
The number and capacity of switches are sup- 
plied according to your specifications. 


Want to know more about these safe, efficient, 
long-lasting, trouble-free Switchboards? Just 
see your nearest (@ representative, listed in 
Sweet's, or write to... 


JSrank eC(dam Electric Co. 


ST. LOUIS 13, MISSOURI 


Makers aj BUSDUCT » PANELBOARDS + SWITCHBOARDS » SERVICE 
| EQUIRMENT + SAFETY SWITCHES + LOAD) CENTERS + GUIKHETER | 


Our 60th Year 
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installation 


No. 4200 
Long Range 
Enclosed 
750-1000- 
1500-Watt No. 7301 


Code Beacon 


1h 


a 
—_ 
ae 
_ 
_ 
— 
— 
_ 
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No. 396 = 

Code Flasher 
500 Watt Navy Flood Markers 
ee. 18, 20, 24 inch 
Incandescent 
Searchlights 


Single and 
ouble 

Arm Street 
Lighting 

Standards 


No. 6603 
High, Medium and 
Low Bay Reflectors 
No. 7650 
High Intensity 
Runway M er 
A.A.F.--Typ -1 In sity 
C.A.A. Spec. L-819 Runway Marker 


Pylon-Lites for every 
purpose including Air and 
ater Connections 
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No. 2311-At 
Side-Mount 


Type 
Luminaire 


8 ft. and 
12 ft. Wind 
Cones on 
Hinged 

Poles — 
No. 1802 
Street and 
Boulevard 
Whiteway 
Pylon-Lites 


Originators of 
the Famous 
Hinged Flood- 
light Pole 





Type NMO MULTI-BREAKER Plug-in’ 


/, Select Multi-Breaker units required by job. 


t Assemble units to panel by 
“plugging in”. 


3 e Wire them. 
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KERPANELS 


TRADE MARK 


Cutler-Hammer Type NMO Break- 
erpanels make it easy to “‘tailor’’ the 
circuit requirements of each job... 
either when the panel is first installed 
... or at any time later when the re- 
quirements of one or more of the 
circuits has changed. How is this 
done? It is very simple!! The Multi- 

reaker unit serving each circuit just 
plugs into place. Where you want a 
15 ampere breaker, you plug in a 
unit containing the exact number of 
15 ampere single pole breakers re- 
quired up to four. These four pole 
units are available in 17 different cir- 
cuit combinations making it possible 
to obtain the exact quantity and rat- 
ing of branch circuits with a min- 
imum of effort. 

Wiring these Type NMO Multi- 
Breaker units is also a cinch. You 
can wire them right in your hands 
before you plug them in...or you 
can simply swing them out for wiring 

as shown, using one of the 
positive - pressure contact 
jaws turning on the silvered 
bus bar as a hinge. And de- 


spite the small size of these Breaker- 
panels that better utilize wall and 
column space, you get much more 
gutter space (5%” in the 15” box) 
with more circuits. The narrow 
column type actually has double the 
number of circuits previously avail- 
able in cabinets of similar height. 
Cutler-Hammer Type NMO 
Plug-In’’ Breakerpanels are now 
offered in sizes with from 8 to 42 
single pole branch circuits in incre 
ments of 2. They are available in 
120/240 Volts a.c., with 50, 100 and 
200 ampere mains (lugs or circuit 
breaker) with 15, 20 and 30 ampere 
single and double-pole branch cir 
cuits; also, 40 and 50 ampere double 
pole branch circuits each of which 
however, occupies the same space as 
four single pole 15 ampere breakers 
Multi-Breaker units are of the ther 
mal-magnetic type that provide a 
lag on harmless overloads but instant 
trip on shorts. 

Beyond any doubt, this is the finest 
protection, the easiect to install, the 
most flexible, the most compact, and 
the most modern it is possible to ob 
tain where a large number of branch 
circuits must be served, as in commer- 
cial and industrial buildings, hotels, 
schools, hospitals, large homes, et« 
CUTLER-HAMMER, Inc., 1227 
St. Paul Avenue, Milwaukee 1, Wis 


4. Plug them in place again. 





ITTLE BOOK WINS 
BIG AUDIENCE! 


General Electric “Light Conditioning’ booklet 
shows how to get the most out of home lighting 


LREADY, a million copies of General Electric’s 
A new lighting recipe booklet have been 
placed in the hands of the public. Offer of the 
booklet on the Fred Waring Television show, in 
spot radio commercials and magazine ads has 
produced many additional thousands of requests. 


“See Your Home in a New Light” is sure-fire! 
Make the most of its tremendous appeal by using 
it to promote “Light-Conditioning” among 
your customers. Prepared by General Electric 
home lighting specialists, the new book 


GENERAL &@ 


covers every major home lighting situation. 

22 recipes give detailed information on 
lighting, such as exact measurements for lamp 
placement, for every home lighting situation. 

General Electric is making the lighting recipe 
booklet available at nominal cost in any 
quantity you require. For full information and 
suggestions on methods of distributing it, call 
your G-E Lamp District Office. General Electric 
Company, Lamp Department, Nela Park, 
Cleveland 12, Ohio. 


ELECTRIC 
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HEAVY CAST ASSURES 
HIGH PRESSURE, TROUBLE-FREE CONNECTION 


GROUND CONDUCTOR 


[ 


COPPER PLATE 


DURONZE CONNECTOR 


BECAUSE: 


1. They put maximum amount of copper at LOCK WASHER 
base of pole — 30 to 50% more than other 

leading makes. 

2. They are fitted with a heavy connector 

cast of ELECTRO-BRONZE to provide per- SURGES NUT 

manent, high pressure connection between 

plate and ground wire. 

3. They are equipped with lockwashers to 


prevent loosening of connection under vi- 

bration. 

4. They are easy to store — quick and easy 

to install. J. A. CO. 
'" §T.LOUIS 6,\MD. 


Write for the latest Weaver Catalogue 2110 HOWARD ST. - CE. O8Bl 
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new! top value! Mode! Ho. 2198 — 
latest MITCHELL 8-foot 2-lamp 
Slimline industria! unit— the low- 
cost, high-efficiency fixture of a 
thousand uses. Features: Strobo- 
scopically corrected, instant- 
Start, 1-piece 8-foot channel, 
2-piece reflector, 
lompholders . .. U/L approved, 


full size! low cost! Mode! No. 2099—top 
valve in super-efficient industrial light- 
ing. Uses 2-T-12 40-wott lamps. Fec- 
tures: 13” wide reflector, 5” Hi-Effi- 
ciency lamp spacing, heavy all-steel 
construction . . . U/L opproved, union- 
made. Ideal for low-cost lighting over 
assembly lines. 


unbeatable buy! Model No. 2098—rug- 
ged, dependable 2-40 watt industriol 
unit designed for smooth, high-intensity 
lighting in plants and shops. Heavy all- 
steel construction, easy versatile mount- 
ing, advonced-design reflector. Lowest 
cost quality industrial on the market. 





the dollars are in MITCHELL! | 


You don’t have to be an expert to know where the Insure your position in the industrial lighting market now— 
lighting dollars are going today. And the men who know write today for full information on the dollar-making 
industrial lighting can tell you from long experience that complete MITCHELL Industrial Lighting Line. 

the way to make those dollars is to sell the MITCHELL 


Line. Here’s why: 1. You have a full line of models to Mitchell Manufactu ring Company 
fill all industrial ds—and A del is y dl ee 
De ee ee 2525 North Clybourn Avenue + Chicago 14, Illinois 


seller. 2. You have quality—the top lighting efficiency J : 
and exclusive operating and maintenance features that in Canada: Mitchell Mfg. Co., Lid., 11-25 Davies Ave., Toronto 


have made MITCHELL the preferred name in industrial 

lighting. 3. You sell a prestige product—E.T. L. and Get your share of the dollars 
R.L.M. certified—U/L approved—union-made—guar- in today's biggest market. 
anteed for one full year. 4. You have a selling edge — Write for ome mpl 
: i i tions and full specifications 
because MITCHELL quality, geared to big volume pro- covering MITCHELL Indus- 
duction, costs less and sells for less. v trial Lighting Units. 
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lOROLLS No! 
YY, incH 


Also available, Specification Tapes for all In- 


FRICTION dustrial and Utility Applications. 


TAPE 


PLETON RUBBER CO.. Nt 


STON. massacnusel!s 


, SS eh! gine 
~S WN NC“ 
CG: ‘\ 
Es x} Plus a complete line of Rubber Insulating Tapes. 
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There are important 
Dyjerences int wire- 


When we say Triangle Wire and Cable is better— you have a right to make us 


prove it. The best proof we know is to show how Triangle products are different. 


fot Luttlance 


DID YOU KNOW THAT.. -TGiazon Building Wire has features 
which make the wire stronger, tougher? 
The braid cover is based on Fiberglas —a continuous filament glass 


yarn which cannot rot, burn, absorb moisture or deteriorate with age. 


DID YOU KNOW THAT... ZGlazon is smoother and more 


flexible? It's only natural that a braid based on Fiberglas will be smooth, 


especially when that braid is covered with strong wax. Glazon Wire is 


easy to pull and fish because it’s smoother and more flexible. 


DID YOU KNOW THAT.. I Wires and cables produced from start to finish under one 
roof are bound to be better? 

At the modern Triangle plant in New Brunswick, New Jersey, copper enters in the form of wire bars 
and leaves as completed cable. All intervening operations—rolling, drawing, stranding, insulating, covering, 
testing, packing—are done under one roof, by a single organization, with unified responsibility from start to 
finish. 


or Eatta 


CO., INC. 


CONDUIT & CABLE 


NEW BRUNSW Lt 


ER 
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@ Announcing the new, a// new, Apple- 
ton 7S Portable Reelite—a compact, 
automatic cord take-up reel that solves 
the countless lighting problems of car- 
loading, machine inspection, mainte- 
nance work—any job that requires good 
illumination in out-of-the-way places. 

Double silver alloy collector brushes—_ _ 270 
one of many outstanding new features— oom... 

: . ' ° pplied For 
permit continuous rotation of the entire 
reel in either direction without power 
interruption or tangling of the cord. This 
versatile device furnishes light—or a flex- 
ible power source for power tools— 
when and where you want it. Positive 
stop action holds cord at desired length, 
up to 25 feet; then cord is automatically 
re-reeled when job is done. 

The Appleton 7S Portable Reelite is 
completely encased in steel, finished in 
baked hammertone enamel. It is easily 
installed on any 4” octagonal outlet box. 
Available accessories include six types of 
handlamps, machine tool connector body 
or key socket. A vaporproof model is fur- 
nished with handlamp. Write for details 
on this and other Portable Reelites. This eye-catching demonstrator-display will be furnished on 


request with order for six or more 7S Reelites. Beautifully designed, 


Sold Through Electrical Wholesalers sturdily built. Equipped with flashing sign. A sales-catching toot 


for youl 


APPLETON ELECTRIC COMPANY 
1734 WELLINGTON AVENUE + CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 50 Church Street * DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 Euclid Avenve * SAN 
FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 100 N. Santo Fe Avenue ® ATLANTA, 724 Boulevard, 
N.E © BIRMINGHAM, 429 Brown-Marx Bidg. * MINNEAPOLIS, 305 Fifth St., S$. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 
100 East Pleasant Street * BOSTON, 10 High Street * DENVER, 1921 Blake Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 


Resident Representatives: Binghamton, Dollas, indianapolis, Kansas City, Orlando, Milwaukee, New Orleans, Seattle, Portland, Ore. 
Export Representatives: International Standard Electric Corp., 67 Broad St., New York 4, N.Y. 


Rating: 
10A-250V. 


A 
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THE GRAND TOTAL WAS $5,944,000,000 FOR 1950 e@ That's the final figure 
for the volume of business done by the electrical wholesaling trade in 1950 and it 
represents an increase of 27 percent over 1949. The Bureau of the Census tele- 
phoned us this as these pages were going to press. The figure previously reported 
and showing an increase of 14 per cent WAS AN ERROR. 


C. M. P. VERSION e The priority set-up that is taking shape will have some 
semblance to World War II’s “Controlled Materials Plan” but, in spots it will be 
difficult to recognize the least similarity to anything previously attempted. 

Complexity makes for more red tape, more forms to handle and check, more 
policing and more employees in every department of the administrative agency with 
more pay for every head clerk. 

Simplicity in operation, administration and policing is what business men want, 
but it doesn’t look as if they are going to get it, at least not from the start—Maybe 
later. 


LABOR LEADERS TAKE A WALK e Because they were denied a decisive role in 
the determination of how all of the nation’s manpower shall be handled in this 
period of emergency, leaders of labor unions, representing at the most ten percent 
of all employed Americans, have withdrawn from all bodies set up by the Govern- 
ment to deal with the grave problems of mobilization and defense. 

The New York Times concludes its editorial comments with the sentence: 
“Punching the public in the nose is, to put it mildly, an unorthodox technique for 
inviting its attention to one’s grievances.” 

We add that it’s not just unorthodox but downright dangerous to punch that one 
member of the public, Charles E. Wilson, in the nose that way, to say nothing of the 
millions of good American citizens who stand squarely behind Mr. Wilson. You can 
expect to see labor leaders crawling back and they'll get no “face”-saving gestures 
from Mr. Wilson while they do it. 


PEACE SLUMP IN SIGHT e Somewhat bewildered by the speed with which 
American production is gearing into our mobilization program, potential enemies 
are going through all sorts of motion to create a slow-down by playing up possi- 
bilities for early agreements that would avert a war. 

Close students in and out of government agree that nothing is going to sway our 
scheduled mobilization program from its appointed course for at least 12 to 15 
months and only then, if we have more than just mere words and scraps of paper 
to justify a let-up. 


NPA DEFINES MRO e Manufacturers, distributors or service enterprises, wanting 
to use D.O.-97 ratings under NPA Regulation 4 on purchases of maintenance, 
repair and operating supplies should remember the following definitions by NPA: 
MAINTENANCE supplies are those necessary “to continue any plant, facility, or 
equipment in sound working condition.” REPAIR means “the restoration of any 
plant, facility, or equipment to sound working condition when it has been rendered 
unsafe or unfit for service by wear and tear, damage, failures of parts, and the 
like.” OPERATING supplies are “any materials which are normally carried as oper- 
ating supplies. . . . Materials incorporated in a product ordinarily may not be 
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treated by the producer as operating supplies,” but may be so treated under certain 
circumstances. (Proper compliance with the rules can be attained only if a full 
copy of the order is studied.) 


CONVERSION WITHOUT RECESSION e Calamity howlers predicted that indus- 
trial conversion from peace to war production would cause many dislocations, spotty 
but considerable unemployment, even hardships in some areas. Realists argued 
that due to the speed with which defense production was gearing up there could 
be no general business recession due to conversion shift overs—The realists 
were right. 


APPLIANCES e Cut-backs on metals for civilian hard goods are deeper than was 
expected, cramp the style of many appliance manufacturers who “didn’t think it 
would happen so soon.” Truth is that requirement lists from military agencies were 
slow to take shape, but when they appeared were drastically higher than preliminary 
estimates. And major as well as small appliances account for considerable tonnage 
of critical materials. 


LET’S FIGHT FOR LIGHT e A task committee has been appointed by NPA to 
study the probable effects of a contemplated order that would provide for rigid 
governmental control of incandescent and fluorescent lamps, from raw material to 
shipment of final products. Shortages of tungsten and molybdenum are said to 
be the reason. We can’t quite swallow that whole. 

Excellent authorities show that incandescent lamps take annually less than 5 
percent of tungsten production. The use of molybdenum for lamps is proportionately 
small. To restrict the free use of electrically operated light sources would handicap 
drastically the mobilization effort at every step of the way. If carried further into 
the home such restrictions would seriously affect the morale of the millions of 
Americans whose chief place for rest and recreation must be their home, where 
they spend most of théir waking hours after the lights go on. 

We want to support every point of our nation’s mobilization efforts but we 
believe also that light after dark, everywhere, all we can get, is essential to attaining 
production goals and to the morale of all people. As such it must not be curtailed, 
if the big fight for our national existence is to be won. 





R. F. C. EXPOSURES @ Mink coats, vacation trips, big fees are catching the spot 
light of the Senate Sub-Committee which is investigating the Reconstruction 
Finance Corporation. And in some quarters the suggestion has popped up that 
the R.F.C. should be liquidated, while even the bravest White House “‘spokesmen”’ 
remain silent. 

There are those who wish most fervently that the R.F.C. could be liquidated, 
quietly, quickly and its records burned or “spurlos versenkt” in the deepest spot 
of the Atlantic Ocean. BUT—good hounds don’t drop a trail, particularly when 
it’s getting hotter fast, unless a masterful voice calls them off. If that happens— 
you'll know there are good political reasons. 


WASHINGTON FIDDLES @ While labor leaders have virtually withdrawn their 
support from our mobilization effort, while some of the most important segments 
of our economic controls structure are “hitting only on one or two cylinders,” our 
highly paid President takes himself and family to sunny Florida for a three-weeks’ 
vacation, our Secretary of State goes to Bermuda for a rest, and other paid servants 
of the public conduct their affairs on a “business as usual” basis, as if there were 
no National Emergency. 

To us all that doesn’t make sense, unless Joe Stalin has asked somebody to 
lay off. 

Meanwhile our mobilization effort is left in the hands of patriotic citizens like 
Charles E. Wilson and a flock of Dollar-a-year men who hold the needs of their 
country above their personal interests, 


(Washington, D.C.—March 8, 1951) 
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ELIPSO STANDLITE— 
Expertly designed to pro- 


MTINELS QF SArETY == 


APPLETON LIGHTING EQUIPMENT 


Ba In these days of accelerated production, good 

\Z light for outdoor working areas and grounds 

an is a vital must for both personnel safety 

\ and plant protection. Outdoor lighting planned 

with Appleton Equipment is an assurance 

of top-notch illuminating efficiency at minimum 

installation, service and operating expense, 

Appleton Lighting Fixtures are available in the 

DIFFUSO FLOODLIGHT— exact type and size for every industrial 
Seon ia ae Rae pany a nt requirement—including hazardous locations— 
whether indoors or out. Sell the finest ia 

illuminating equipment or sell Appleton— 

pace-setting manufacturer of electrical 

equipment for more than half a century, 


STANDLITE— THE EFU— 

The oil industry's choice for First and still finest fluorescent explo- 

sturdy, efficient service station sion-proof lighting fixture. Available for two " 

illumination, 40 wott 48” lamps or two 100 watt 60” lamps. ” PAT. NO. 2,392,202 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE. CHICAGO 13, HtLEINOES 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 €. Grand Blvd. © CLEVELAND, 1836 Euclid Avenve * SAN FRANCISCO, 655 Minne Sé. 
ST. LOUIS, 227 Frisco Bidg ° LOS ANGELES, 100 N. Santo Fe Avenue . ATLANTA, 724 Bovleverd,N.E. * BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth StS. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 Eost Pleasant St. «© BOSTON, 10 High Street » DENVER, 1921 Biake Street 
PHULADELPHIA 1017 Cherry Street . CINCINNATI, 626 Broodwoy . HOUSTON, 709 M. & M. Bidg ° HAVANA, Cuba, Melecon No. 9. 
Resident & : Bingh Datias, indi lis, Kansas City, Orlando, Milwaukee, New Orivons, Seattle, Portiond, Ore. 
Expert & tives : | tiene! Standard Electric Corp., 67 Brood St., New York 4,N. Y. 
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CERTIFIED 
BALLASTS 
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Audible “humming” from a fluorescent ballast is highly annoying .. . yet some 
people believe this noise is an unavoidable part of fluorescent lighting. 


This is not true. Seldom do you hear a CERTIFIED BALLAST that is properly 
installed in a fixture. It operates efficiently and quietly. 


Freedom from noise is but one advantage of CERTIFIED BALLASTS. You also get... 


@ Maximum light output (poor ballasts may reduce light by 20%) 
@ Full lamp life (poor ballasts may shorten lamp life by ¥%) 
@ Long, trouble-free, dependable service. 


CERTIFIED BALLASTS are made to exacting specifications, then tested and checked 


by Electrical Testing Laboratories, Inc. 


®@ Complete information on the types of CERTIFIED 
BALLASTS available from each participating man- 
ufacturer may be obtained from Electrical Testing 
Laboratories, Inc., East End Avenue at 79th Street, 


New York, New Yor 





CERTIFIED Participation in the CERTIFIED BALLAST program is 
CERTIFIED . open to any manufacturer who complies with the require- 
2 ments of CERTIFIED BALLAST MANUFACTURERS. 


E-y 
; (-gamieo BALLAST MANUFACTURERS 


SPEC. NO. 6 


SH IGH PF ; 7 
~ Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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(Aushmatic. Flectri-Centers . . . 
first in circuit protection and control 


st givatio™ 


crion! 


Simplest switching. Easy as ringing a doorbell! Push of 
finger switches the current either ON or OFF. If Push- 
matic is automatically tripped by short or overload, just 
push and service is restored. No bothersome resetting by 
hand ... no fuses to buy. Only Pushmatic offers simple 
push-button switching. 


Most flexibility. Compact Pushmatics are identical in size 
and contour, regardless of rating or type. Each unit can 
be quickly, easily inserted or removed from a panel with- 
out disturbing other units. Units may also be interchanged 
any time to meet changing electrical requirements, 


-%) BuL_LDOoG 


Pioneers in flexible electrical distribution systems 


euneyt 
sb ilit¥ 
ex! e Easie® 


t\ 








Surest protection. Pushmatics operate with split-second pre- 
cision when overload or short occurs. Automatic tripping is 
entirely independent of manual operation. For installations 
subject to unusual temperature variables, Ambient Com- 
pensated Pushmatics carry 100% of their normal rating at 
any ambient temperature between 30°F. and 150°F. 


Easiest installation. Compact Pushmatic Electri-Centers fit 
almost anywhere . . . provide large wiring gutters, easy re- 
moval of interior assembly, complete accessibility of all elec- 
trical connections. And there’s a Pushmatic to meet every 
load condition: THERMAL-MAGNETIC and THERMAL- 
MAGNETIC with exclusive AMBIENT COMPENSATING 
FEATURES. Ratings of 15, 20, 30, 40 and 50 amperes, 
1 pole, 120 V., or 2 poles, 120-240 V., A.C. Order now! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


—- : ic before you specify or buy any circuit breaker 
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ROYAL Chystal * : 
THE Original sinss-10° FUSE 


. and LEADER ever since! 


ROYAL-NOARK Xevewnd& CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


. . $0 easy to assemble! 


ROYAL-NOARK Aow-Kavewable CARTRIDGE FUSES 


5 ways better....on the INSIDE.... 


where it counts! 


WRITE FOR CATALOGS 


PLUG FUSES * CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS © TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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FASTER TURNOVER 
GREATER PROFITS 


for rigid and thinwall conduit 


Exclusive self-holding feature saves time, 
eliminates fumbling and dropping, makes 
difficult installations easier .... makes 
Blackhawk SNAP -STRAPS easy to sell. 
Made of heavy gauge steel, zinc plated 
after fabrication. Wide range of sizes 


for rigid and thinwall conduit. 


Immediate Delivery From Stock to 
Electrical Wholesalers Only 


Write for Free Catalog 


SNAP iT ON HOLDS IN POSITION BLACKHAWK 
HAS IT 


when BLACKHAWK INDUSTRIES ovsvaue, iowa 
lackhawk* Entrance Cable Fittings . Sill Plates . Box Supports . Conduit Entrance 


¥ Caps . Staples . Connectors . Cable and Conduit Straps . Locknuts 
ndustries and Bushings . Wire Holders . Yard Lights . Fluorescent Brackets 
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FOR LEADERSHIP 


In the future, as in the past, 

you can look to Western Insulated 
Wire Co. to develop and 
manufacture Bronco portable 
cords and cables that are... 


SOLD 
NATIONALLY 
BY ELECTRICAL 


TOUGHER WHOLESALE 
MORE FLEXIBLE ntti aner 
LONGER LASTING 
MORE CONVENIENT TO USE 


WESTERN INSULATED WIRE CO. 
2425 East 30th Street - Los Angeles 58, California 


SPECIALISTS in the design and manufacture of portable electrical 
cords and cables. { 


PIONEERS in the manufacture or standardized eT ee 


\ 
cords and cables. 
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LOWEST INSTALLED COST 
RIGHT DOWN THE LINE! 


me 
WSS 


HEX Glan 
WATERTIGHT ¢ 


cable size identification 


Precision die cast body 


T&B 
TWO-SCREW 
WATERTIGHT CONNECTORS 
Color coded for quick selection 

Malleable iron cap 
Die cast body 


ee THE THOMAS & BETTS CO. 


INCORPORATED 


ELIZABETH 1, NEW JERSEY 
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COGENT ENDURITE 


DUAL PURPOSE WIRE & CABLE 


Usually in sizes No. 6 A.W.G, and heavier for power circuits and No, 1 A.W.G. and 
heavier for lighting circuits CRESCENT ENDURITE as TYPE RH will give the lowest 
cost per ampere of useful circuit capacity. 


For branch circuits requiring small size conductors, Voltage Drop is the determining 
factor in the choice of conductor size. 


There is also a definite advantage to you in the REDUCTION OF STOCKS as this 
one wire will meet all your building wire requirements for both the usual dry location and 
the occasional wet location. 


It makes the most efficient use of critical materials. 


Send for Bulletin giving Comparative Current-Carrying Information 
CRESCENT INSULATED WIRE & CABLE CO. oe) 
— Trenton, New Jersey, U. S. A. 
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TODAY’S ADS REACH 
TOMORROW'S BUYERS... 


Ads like these help cultivate tomorrow's 
buyer. Each one contains o message about 
the fine qualities of Central Conduit. All 
of them invite buyers to keep in touch 
with you. In this way a strong, future 
market is assured for Central Conduit 
Distributors. 











for speedy make-up eee 


chooe your condi form Coritials Big 4 
Wiring jobs go together fast when the conduit is Central. Uniform quality from bundle to bundle 
assures uniform, predictable cutting, bending, and fitting-up. 

For any wiring job, choose the most suitable, most economical conduit from Central's big 4... 
“Cenlaco” with hot-dipped galvanized finish inside and out, “Central White” with electrogal- 
vanized zinc outside and black enamel inside, ‘Central Black" with durable black enamel inside 
and out, or “Central EMT”, a sturdy, lightweight steel conduit that's electrogalvanized outside, 
black enameled inside. 

All Central Conduit is approved by Underwriters’ Laboratories and the National Electrical Code. 
It is easy to cut, bend, and run, easy to fish through . . . and is the result of Spang’s 111 years 
of tubular manufacturing experience. 


Your supply house may have difficulty meeting the huge demand for Central Conduit . . . but 
they are earnestly trying to fill orders fairly, and as quickly as possible. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 
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PRODUCTS TO PUSH 
AND PROMOTE 
FOR PROFIT 


a 


2-GANG UNITS. Switch, receptacle and 
warning light, with double-pole switches. 
For heavy duty service everywhere — 
kitchens to laboratories. 


‘3 


FLOOR OUTLETS. Two solid brass cov- 
ers, one for closing outlet when not in 


use, the other for shielding plug cap 
when connected. Plug is flush with floor. 








MERCURY SWITCHES. Silent, mercury 
break. Durable, dependable. Fits stan- 
dard boxes. 


DOOR SWITCHES. Light is on when 
door is opened, gives automatic lighting 
in dark costs. Striker plaves furnished. 





rd Le 


te \ 
DEVICES 


3 >) 


Quality Made 
‘Mamiiivical 


READ THIS: 


An important story is being told to your customers these days. For the first 
time, a wiring device manufacturer is advertising to architects and contractors 
individually — talking to them in their own language — telling them what 
benefits they can derive from promoting adequate wiring and quality wiring 
devices. We're doing this because the importance of wiring devices is increasing 
every month. The number of circuits installed in an average home has tripled 
in the last few years. The electrical industry is banking on the sale of 41 million 
appliances this year. 90% of all homes, and hundreds of industrial plants, must 


be rewired to carry modern loads. 


Whet a story! And what o market! Wide awake distributors will recognize the 
profit possibilities — will lay plans to capitalize on this accelerated activity. Our 
advertising ond sales promotion program will activate the market — help dis- 
tributors cash-in. Don’t fail to cash in on this opportunity — be alert to the ever 
increasing sales possibilities offered by our quality line of wiring devices. 
We're sending this Good Housekeeping Booklet, ‘Electrical ania: 
Planning In The Home,” to architects and contractors. A PLANNING 
non-technical educational folder full of adequate wiring eases 3s 
information for the homeowner, it's one more factor in 


our comprehensive wiring device promotion. 
WRITE 1603 LAUREL STREET, HARTFORD 6, CONN. 
QUALITY MADE — PROMOTED TO YOUR TRADE 


ENCLOSED 
SWITCHES 


WIRING 
DEVICES 


( 
Branches in: Bouton, Chicago, Dalles, Denver, Detroit, Los Angeles, New York, Philadelphic, Sen 
Francisco, Syracuse, In Canade: Arrow-Hart & Hegemon (Canada) itd. Mt. Dennis, Toronte 


HEGEMAN 
DIVISION 
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BELLS... for all heavy duty signaling and 
alarm purposes ...unsurpassed for volume of sound, ease 
of installation, long life and clean design. 


AUTH POWERBELS are made in gong diameter sizes of 4 inches, © 
inches and 10 inches. They are supplied in vibrating and single stroke 
models, for alternating or direct current operation on voltages up to 250 
volts. All model sizes are equipped with interchangeable back plates and 
separable connection feature. They are designed to fit all mountings, and 


are gasket sealed against dust and moisture. 


AUTH POWERBELS represent the latest advances in bell design and 


provide the most complete line of heavy duty bells available today. 


MANUFACTURERS OF AUTH POWERBELS offer another striking example of the vast strides 
saad Gieeai 

et Sane. made by AUTH during its 58 years devoted to the manufacture of better 

Protective Equipment for 

Housing, Hospitals, 

Schools, Offices, Ships, 


and Industry. g NCE lag, Write now for FREE complete literature. 


signaling, communication and protection equipment. 


COMPLETE SYSTEMS ONE RESPONSIBILITY 


AUTH ELECTRIC COMPANY, INC. 


34-20 45th St., Long Island City 1, N.Y. 
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“As practical as chains on an icy road.” That’s what you'll think vy ya 
one of these type BB insulating Bushings home. Ribbed outer s 
slippery hands get a firm grip, permits that final tap with a sc 
a tight fit. 
Wherever you have insulating cables passing through metal boxes or 
you'll find that this cype BB molded canvas impregnated bakelite By 
with its smooth rounded edges completély protects wire insulation. “ 
You'll find other features too—features that explain why the O.Z. BB B 
is better! 
@ Clean deep threads let you spin on the bushing with a twist of the wrist. 
@ Fully approved by Underwriters’ Laboratories. Meets all requirements of 
the National Elec. Code. 
@ Available in sizes Yr" to 6". 
Try the O.Z. type BB insulating Bushing. Examine their smooth protective 
edges, their easy moving threads, the way their non-skid ribs fit in your hand. 
You'll see why economical O.Z.’s are better bushings. 


| 


Pei | Sr Buy 0.2. and you'll see 
Couple ante por the O.Z. The BB ania supplied why Engineers Say, 
type A es oe for ae ee positive "They OK if ’ 0 Z e 
knockout. : fe r/ they vé e &e 


CONDUIT FITTINGS 
CAST IRON BOXES 
SOLDERLESS CONNECTORS MANUFACTURING 
CABLE TERMINATORS 
GROUNDING DEVICES 


POWER CONNECTORS 
@7605 
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GUARANTEE 


QUALITY ELECTREGEL 


ACCURATE 
FRICTION TAPES 


Quality made of highest 
grode rubber and finest cotton 
base. Affords maximum me 
chanical protection. Available 
in Standord and A.S.T.M.- 
Specification grades. 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 


Offers high elasticity, excel- 
lent cohesion, high dielectric 
strength and super aging 
quelities;mode in both Stand- 
ord and A.S.1.M.-A.A.R. 
grodes. 


ACCURATE 


TAPE TIPS: PLASTIC TAPE 
FOR WHOLESALERS 3 


Sell more rubber tape by pointing out 

Accurate’s ability to cohere perfectly with- 

out heat or extra pressure. Remember more 

tape sales mean more store traffic — greater Thin caliper reduces bulk in 

profits from all your electrical lines! saa aad ieee alae 
tric strength. Recommended 
for use wherever plastic tape 
is practical. 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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“A BOX FOR EVERY NEED” 
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When fixtures display the famous G-E Watch Dog* starter tag, part of your 
selling job is done. 

Your customers have learned about Watch Dogs through national advertising. 
They know that Watch Dogs mean improved fixture performance, because Watch 
Dogs cut out lamp flicker. They know, too, that this lock-out feature cuts un- 
necessary ballast overheating—actually lets Watch Dogs outlast ordinary start- 
ers by as much as five to one. 

Begin making Watch Dogs part of your fixture-sales story now. Point out 
the Watch Dog tag whenever it appears on the fixtures you sell. Call the Watch 
Dog sticker to your customers’ attention when it appears on fixture cartons. 
You'll find both of these merchandising aids pay off in easier sales. 

Section Q54-326, Construction Materials Department, General Electric Com- 
pany, Bridgeport 2, Connecticut. 


*Registered Trade Mark of General Electric Company. 


GENERAL @@ ELECTRIC 


32 ; ELE 


EQUIPPED WITH 


GENERAL @® ELECTRIC 


Wale O 
ARTER 


“Registered Trode Mork of 
General Flectre Compony 


EASY TO USE 
@ Remove dead lamp 
¢ Push red starter button 
« Insert new lamp 


29 Million now in use 


This new tag, attractively printed in red 
and yellow, will soon take the place of the 
familiar Watch Dog tag. 
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Rome Service Cable 
will get YOU 
more business 














Underwriters’ Approved 
for 600 volts. 


s COUNT THESE ADVANTAGES: 
You will do your customers and yourself a real favor 


by selling and installing Rome’s improved Service © Type RH. heat-resistant rubber insulation with higher 
Cable. Wholesalers and contractors, alike, benefit from current carrying capacity, permitting in many in- 
its extra advantages, economy of installation, plus stances smaller conductor size. 

neater appearance. 

For example, Rome Service Entrance Cable (Type SE 
Style U) can be used as a single cable directly from pole 
to meter, as well as for electric range or water heater = A new, clean inner assembly for easy identification 
feeder services, without expensive hardware and fittings. of color-coded conductors and a brightly tinned con- 
Installation is simplified, time and money saved. An centric conductor for easy connection. 
improved construction gives exceptionally long life... 
makes it easy to handle. Improved edgewise bending and flexibility. 


@ An improved interlocking braid over the rubber in- 
sulated conductors. 


It Costs Less to Buy the Best... A special moisture-resistant tape over the concentric 
which seals out atmospheric iste 


2 Ae) Re E Cc A EB L = e “1 outer covering of non-rotting, 9 ees com. 
Cor y, : He | ¢ and presaturated yarns. 





A non-marring, flame and moisture resistant finish 
which can be repainted to match any desired color. 
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You can’t buy 


Better Fittings 


or ones that 
cost less 
fo use 


O 


Cross Section 
Showing 
indentations. 





Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Carry the 
Underwriters Seal af Approval 


METHOD DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Iil.; 
TOOL Clayton Mark & Co., Evanston, Ill.; Clifton 
Conduit Co., Jersey City, N. J.; General 
CO. Electric Co., Bridgeport, Conn.; The Steelduct 
\ 


Co., Youngstown, Ohio; Enameled Metals, 

GALVA, * ILLINOIS Pittsburgh, Penn.; Kondu Mfg. Co., Ltd., 
Preston, Ont.; Wagner Malleable Products 
Co., Decatur, Ill. 
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. but it means your constant 


assurance of uncompromised quality! 


cach HDVINGE BHLLTO| must pass 


the most exhaustive tests for ef- 
ficiency... the most rigid examina- 
tion for perfection of workmanship 
...- the most careful inspection... 
before the ADVANCE LABEL 


is affixed. 
One of a 


complete 
line of 
FLUORESCENT 
BALLASTS. . 


aot CABLE ADDRESS 
que OG gol EW ADTRANS 


be22 W. CAT RE PA AV EK CHICAGO 40, LLL. B.S 
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SALES 


OPPORTUNITIES 


Use this check list in your calls on customers and 
prospects to discover the many opportunities that 
exist to sell transformers. In manufacturing plants, 
service shops, commercial establishments, wherever 
incoming voltage supply must be reduced, increased 
or regulated there exists a prospect and a sale for 
Acme Electric transformers. 


Investigate these sales opportunities and profit by 
selling Acme Electric transformers. 





AIR 
COOLED 


Industrial type in 

sizes from 1/10 

KVA to 167 KVA, 

Primary voltages of 

240/480/600 and 

2400 volts. Supplied 

in Class A and Class B insulation designs. 
For indoor and outdoor installations. Write 
for Bulletin. 


vy 


STEP 
DOWN 


Designed to permit operation of standard 
115 volt, 50/60 cycle electrical equipment 
or appliances from a 200/240 volt source 
of supply. Available in sizes from 85 to 
2000 watts. 


4 


VOLTAGE 
ADJUSTOR 


For the manual regulation of 

a high or low voltage condition to the normal 
voltage required by the electrically operated 
equipment. Available in sizes from 150 Watts 
to 10 KVA. Write for Bulletin VA 180. 








v - 


VOLTAGE STABILIZER 


An automatic voltage stabilizer to maintain 
@ constant potential at all times. Practically 
instantaneous response to voltage fluctuation. 
No moving parts —no adjustments. Quiet 
in operation. Engineered for dependable 
performance. 


v 


FLUORESCENT 
LAMP BALLASTS 


For standard, quick-start, slim-line and cold 
cathode tubes. Made to provide high per- 
formance, quiet, long life service. Write for 
Bulletin FL 179. 


J 


v 


BREAK- 
DOWN 
TESTER 


A compact, 
portable tes 
ter. Manually 
adjusted sec 
ondary provides voltages of 500/1000/1250/ 
1500/ 1750/ 2000/2500 volts. Any questionable 
circuit or windings can be tested at U.L. require- 
ments of double rated voltage, plus 1000. 100% 
leakage reactance type unit, permits moment 
ary short circuits without burn-out or damage. 





y/ SIGNALLING 
& CHIME 
TRANSFORMERS 


For application where 

a voltage of 4-8-12-16- 

20 or 24 volts is re- 

quired an Acme Sign- 

alling or Chime Trans- 

former may be used 

for operating bells, 

gongs, horns, sirens, annunciators, relays or 
control systems. Chime transformers are 7'/ 
VA to 16 volt secondary. Signalling trans- 
formers from 50 to 750 VA. 


— : 
Aemeait=Floetric 
T R A N . 2 GR: Mw. £8 Ss 


vy 


OIL 
BURNER 
IGNITION 


Heavy duty design for dependable perform- 
ance. Available in a variety of mounting 
designs fo meet most installations. 








v 


VOLTROL 


A specialty product, useful in laboratories 
or wherever electrical equipment is designed, 
tested, or produced. Provides a stepless 
control of voltage from 0 to 135 volts. Built 
in portable and panel board mounting types. 
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ACME ELECTRIC CORPORATION 


673 WATER ST. 


CUBA, NEW YORK 
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MAGNETIC ACTION GIVES MURRAY CIRCUIT BREAKERS 
TWO DISTINCT ADVANTAGES 


Z. After tripping to ‘off’, service can be restored quickly. 
In most cases, the use of Murray Breakers means that service can be restored 10 to 100 


times faster than circuit protecting devices which do not employ fully magnetic action, 
2 Murray Breakers always carry full load regardless of temperature. 

Night and day, there are ‘hot’ spots in any group of industrial buildings — overhead 

heaters, spot heaters, radiators, baking tunnels, furnaces, etc. Because Murray Circuit 

Breakers are fully magnetic, they trip only on short circuits or overloads. They always 


carry the full load, regardless of temperature. They never need “derating.” 


. Write for descriptive folder—clip out the coupon for the 
Your Customers Will Want More Information! Send for the Folder. complete story of Murray Breakers and Load Centers. 


MURRAY MANUFACTURING CORPORATION 
1250 Atlantic Avenue, Brooklyn 16, N.Y. &2 


MURRAY it 
MANUFACTURING 
CORPORATION | 
| 
| 
| 
| 
( 


Please send me folder describing the Murray Circuit Breaker line. 


Co 


1250 ATLANTIC AVENUE 
BROOKLYN 16, NEW YORK 


Position 

Compeny___ 
e Entrance & Meter Equipment * Magneti vit B aie 
t Ae Addres 


Current Limiting Reactor + Crows'ne 
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SYLVANIA’S greatest 


light-bulb premium offer is 
really going to town... 


“The biggest 
offer in 
shears.” 


. Get all your dealers 
on board for PROFITS NOW! 


No doubt about it, the new Sylvania all-purpose 
shears is one of the most tempting premiums ever offered. 
These shears, useful in garden, kitchen, and household, are__, 
wanted by every housewife. Worth at least $1.29, they are offered 
for only 50¢ plus the outside carton of a Sylvania 4-Pack. y 


aie 


Helping spread the news about this popular i 
Sylvania offer is big-space advertising in 4 national magazines: SS eersteed 
Better Homes and Gardens, Good Housekeeping, Look, and — 
-McCall’s Magazine. 


Nationally advertised premium i = 


Featured on big TV show 


Telling millions more about this special premium 
is the nation-wide, weekly Television Show, “Beat the Clock”. 


FREE colorful displays . . . ad mats 


NOW, to tie in your dealers with this national 
| program, Sylvania offers big, FREE colorful store and window 
~ displays which tell about the shears offer at a glance. FREE 

ad mats, too, all ready to send to local papers. 

So, don’t delay, call your Sylvania Representative for full 
information today, or write direct to Sylvania Electric products 
Inc., Dept. L-7003, 1740 Broadway, New York 19, N. Y. 


Ele youn Sy brania Ropusntomt 


YIVANIAY ELECTRIC 


UBHT BULBS; FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TES] EQUIPMENT; PROTOLAMPS; TELEVISION SETS 
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FITTINGS -- 
for defense 


Are you getting your share of this 
business? Electrical Wholesalers are 
supplying defense needs now. 
CONDUIT of COLUMBUS fittings, in 
large tonnages, are being supplied 
the ship building and repair industry 
by jobbers who solicit this timely and 


profitable business. 


We are prepared to expedite 


Priority orders. 


Look for this label 
when you buy fit- 
tings. It is your 
gvarantee of uni- 
form quality. 


Sold only 
through wholesalers 





CONDUIT PIPE PRODUCTS co., G UULL , OHIO 


PIPE COUPLINGS - PIPE NIPPLES «© ELBOWS, RIGID & E.M.T. 
RUNNING THREAD bd GOOSENECKS. ° WALL PLATES 


roe 


- oo eee ee eee ~ & - 
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We Mobilize for Freedom 





FIRST OF A SPECIAL SERIES 


The Defense Production Problem 


To win out in the struggle for freedom into which 
the Russian Communists have plunged us we must 
do at least four things. We must: 


1. Speedily carry through a program of de- 
fense production which, at its peak, is scheduled 
to take about one-fifth of our national output. 


2. Pay for this program as we go, by methods 
that will enable us to maintain the effort for an 
indefinite period — as long as may be necessary 
to insure peace and security. ea 

3. Manage intelligently and endure intelli- 
gently a set of direct government controls which, 
in certain critical departments, will put our na- 
tional economy for a time in a hateful straight 
jacket. 

4. See that these emergency controls are not 
fastened upon us permanently thereby presenting 
to our Soviet antagonists a major victory for 
collectivism on our home front. 


This is the first of a series of editorials designed 
to present in the simplest terms these key aspects 
of our struggle to preserve our free institutions. 


A Staggering Task 


The magnitude of the defense production job 
staggers the imagination. Over the next year it calls 
for a larger volume of goods and services than the 
20 million people of the states of New York and 
New Jersey will use for all purposes. The (London) 
TIMES has observed that, taken alone, the increase 


of defense expenditures which has been budgeted 
for the federal government’s coming fiscal year 
(about $30 billion) “is in itself not far short of the 
total national income of the United Kingdom.” 


Yet so powerful is the production machine cre- 
ated by free American enterprise that, at the sched- 
uled peak, the defense program will take only about 
one-fifth of our total national output. The exact 
form and dimensions of the program will, of course, 
be hammered out on the anvil of public and con- 
gressional debate. But the President’s recent esti- 
mate of an annual rate of expenditure of $45-55 
billion for defense by the end of this year may well 
turn out to be somewhere near right. 


To meet even these vast requirements of defense 
production we are in better shape technically than 
we were when we started to prepare for World War 
II. Our industrial plant and equipment is greatly 
improved. Over $65 billion has been invested in it 
since V-J Day. Our working force is about eight 
million larger than it was ten years ago and much 
better trained. 


The difficulty, and it is a very serious economic 
difficulty, is that we must fit the defense program 
into a productive machine that has been almost 
fully extended to meet the needs of a booming 
civilian demand. The present plan is to step up 
defense production during 1951 from about 7% 
to about 18% of our total national output. Because 
there is relatively little slack in our economy, this 
means that civilian production at the outset must 
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be cut back as defense production is stepped up. 


The cut-back of civilian goods must be espe- 
cially severe in the case of products made of metal. 
This is particularly true of goods that use scarce 
strategic metals such as aluminum and copper. Of 
our total defense production program, about half 
will go for “military hardware” — airplanes, guns, 
munitions, tanks and the machinery to make them. 
By the end of 1951 defense requirements are sched- 
uled to absorb most of the metalworking produc- 
tion not required for essential construction and for 
the spare parts necessary to keep existing equip- 
ment running. For a time at least, there will be 
a sharp cut in the supply of new metal products 
available to civilian consumers. The defense squeeze 
on both materials and manpower will also cut 
sharply into housing and other civilian construction. 


For the Short Run — Controls 


In the short run there is no answer to the problem 
of meeting defense production schedules except 
controls. Sharp reduction of non-defense expendi- 
tures by government is essential and would help 
greatly. But the basic fact is that we cannot in- 
crease our total production fast enough to meet im- 
mediately both civilian and defense requirements. 


Controls are needed, therefore, to switch re- 
sources from civilian to defense production, and at 
the same time prevent the combined demand for 
critical products from sending prices right through 
the roof. In the case of many scarce strategic metals 
such as nickel, copper and cobalt, the task of in- 
creasing output is especially difficult because our 
limited supplies are tucked away deep in the earth 
in many quarters of the globe. 


For the longer pull — and that is what we must 
face — there is another answer to our defense pro- 
duction problem that is infinitely better than con- 
trols. And this time, in contrast to World War II, 
it is all-important that we get the right answer to 
our defense production problem for the longer pull 
and that we get it right now. In World War II we 
geared our economy to meet the requirements of a 


relatively short and decisive conflict. Now our 
leaders, however they may differ as to methods, are 
well agreed that, at best, “the conditions under 
which we labor may persist for ten, fifteen or 
twenty years.” That is General Bradley’s phrase. 


For the Long Pull — 
More and Better Production 


For this longer pull, the constructive answer to 
our problem of defense production is clearly more 
and more efficient production all along the line. 
It is true that overall we now have the most efficient 
industrial establishment in the world. But, even so, 
much of it is far short of attainable efficiency. Some 
plants using up-to-date equipment and methods are 
as much as six times more efficient than others in 
the same industry that are lagging in modernization. 


Our Director of Mobilization, Charles E. Wilson, 
has clearly in mind this problem of increasing our 
industrial efficiency. The first step in his job, as he 
conceives it, is to get out an adequate supply of 
weapons to equip the army, navy, and air forces 
already mobilized or in process of organization by 
us and our allies. The second step is to make sure of 
our Capacity to produce both “military hardware” 
to meet any increased requirements and the maxi- 
mum possible volume of goods for civilian use. 


In concentrating on more and more efficient pro- 
duction, Mr. Wilson is squarely on the beam. We 
can attain his objective — by sustained effort on the 
part of each one of us backed by up-to-date indus- 
trial methods and equipment. 


If we do that, we can maintain indefinitely an 
adequate defense effort and at the same time enjoy 
a standard of living higher than any other in the 
world. 


Additional production and more efficient pro- 
duction are our surest safeguards against our two 
most menacing enemies on the home front— the 
deadly inflation that can destroy our free economy, 
and the strangling government controls that can 
destroy our political freedom. 


Mctraw-Hill Pablishing Company, Inc. 





March, 1951—ELECTRICAL WHOLESALING 








MINIMUM INVENTORY One- and two-circuit Load 
Centers are individually cartoned. Load Centers from 4 to 
20 circuits entail no great inventory problem. Trumbull 
ships these units in the following manner: Enclosure, 
interior and two breakers are packed in a carton with 
sufhicient space provided to include a front and additional 


breake rs. 


Fronts are packaged in envelopes and stocked 


separately ... Breakers are also individually cartoned and 
stocked separately 

Because of this method of packaging it is possible to 
provide directly from a stock anv Load Center from 4 to 
20 circuits and still maintain a minimum basic inventory 
and provide for the greatest flexibility in conserving stock 
space 


| NOW YOU NEED LESS STOCK 


to fill more orders for load centers 


We built the new TRUMBULLITE line of Load Centers 
with you in mind as well as the user. 

You'll not only benefit from handling the most mod 
ern line of Load Centers — with far and away more 
wanted features than any other make... 


You'll also need to tie up less money in inventory. 
With the TRUMBULLITE line of Load Centers, you 
can maintain at all times a complete stock for all circuit 


requirements at a dollar cost much less than ever be 
fore possible 








BREAKER SELLING POINTS Now you can offer your exhaust chamber (G); Underwriters’ Laboratories Inc. 
customers Load Centers with all the features of high- approved 

quality panelboards, such as quick-make, quick-break 

circuit breakers—at ordinary Load Center prices! They Trumbull TQL Breakers are physically interchangeable. 
will immediately recognize the value in such TQL Breaker Regardless of the current rating. any TQL Breaker physi 
features as quick-make, quick-break (4); double protec- cally fits the TRUMBULLITE busbar and stab assembly 
tion —thermal (B) for excessive overload and magnetic Ratings are clearly stamped on the handle. Rating: 15, 20, 


(C) for short circuit; trip-indicating, trip-free handle (D): 30, 40, 50 amperes; 120 volt A-C, 120/240 volt A-C. Two- 


pressure type contacts (E); positive arc-quenching (F); pole operation is made possible with a handle extension 


MORE VALUE THAN EVER BEFORE IN LOAD CENTER 


EASY MOUNTING With box mounted on wall, the four RUGGED BUSBAR AND STABS No porcelain insula 
captive springs permit easy mounting of interior (see tors to break. Busbars and stabs are silver-plated copper 
right). They also allow “lining up” of fronts, regardless for positive conductivity. (Note anchor on back plate 
of uneven box installation. Note solid groundable neutral which grasps recess of breaker 


Write for new bulletin TEB-12 on TRUMBULLITE Load Centers 


TRUMBULL ELECTRIC 


THE TRUMBULL ELECTRIC MANUFACTURING COMPANY 
PLAINVILLE, CONN. 





SELL DURASHEATH 


-eethe all-purpose cable 


String it overhead 


You can recommend DURASHEATH for 
almost any service up to 5,000 volts 


DuRASHEATH" stubbornly resists electrolysis, corrosion, tempera- 
ture extremes, cutting, abrasion, impact, flame, oil, grease, moisture 
and most soil acids and alkalies. Can be run overhead, in ducts, or 
buried underground—or all three in one continuous run. Flexible, 
easy to handle and install. For technical data, or for practical sug- 
gestions on where and how to use and sell Durasheath to best 
advantage, consult your nearest Anaconda Sales Office. Anaconda 
Wire & Cable Company, 25 Broadway, New York 4, New York. 
asoena 


tWhen ordered to CAA Specification 1-824 *Trademark 
the right cable for the job 


ANACONDA’ 


WIRE AND CABLE 


Pull it through ducts Bury it underground 
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RURAL AMERICA ...... 
Our Biggest Defense Production Plant 


We know all about the small and huge industrial enter 
prises and the accompanying genius for production that have 
made these United States of America the envy of all other 
nations, BUT—what could sustain and keep those millions of 
human beings that man the industries on the job if our biggest 
defense production plant—2 URAL AMERICA—did not pro- 
duce the necessary food and raw products to keep the “body 
and soul” of our 153 milliym of population together and better 
fed and clothed and hvused, than humans are in any othe 
country of the world 

In this year 1951, and perhaps for some years to come, that 
biggest of our defense production plants—RURAL AMER 
iCA—will be expected to feed not only our own steadily 
growing populatior, but also help to feed other nations outside 
of Stalin’s Iron Curtain—if the civilized world is to have a 
fair chance of surviving the threatened on-slaught of the 
Communistic hordes. 

Electrical power has been applied to farm production activi- 
ties only to a limited extent in the past, and it is the one 
medium which, if intelligently applied, can raise the output of 
our biggest defense production plant—RURAL AMERICA 
to even greater heights than were achieved before 

Until the middle of the nineteenth century farm work, in 
doors and in the field, was carried on by traditional and almost 
primitive methods. Then came the first era of mechanization 
of field tasks, like the horse drawn reaper, the thrasher, the 
planter. 

The advent of the gasoline driven tractor marked the be 
ginning of the era of motorization of farm tasks and with 
farm output-per-man jumped materially but while motoriza 
tion still was trying to prove its case, particularly among the 
smaller farm operators, along came electricity, the most ver 
satile of all of man’s servants to make a bid for the job in 
our biggest defense production plant—RURAL AMERICA 
The era of electrification of RURAL AMERICA was ushered 
in thirty years ago when some privately financed electric utility 
companies reached into rural sections with “high-lines” in the 
hope of having the investment pay out eventually. 

At first farm operators took electricity as a convenient 
means of getting light, safe light, wherever needed. The more 
prosperous ones followed up by putting in an electric pump 
and watering system. A few electrical appliances were bought. 
It was not until after the depression of the 1930’s that the 
application of electricity to routine farm tasks came into being 

Now, in 1951, over 90 percent of RURAL AMERICA's 
farms have electricity available. Not all of them have a suf 
ficient supply of power for operating farm machinery but the 
number so equipped is growing rapidly. 

Paralleling the expansion of power lines to farms has come 
a broad development of special! electrically driven machines ior 
doing specific farm jobs. 

Today electricity is ready to do endless numbers of small or 
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tedious or laborious farm tasks better and faster than they 
were done, and at lower cost 

With our country engaged in a stupendous and urgent pro 
gram of defense mobilization, electrical wholesale distributors 
who operate in farm areas must face the task of seeing that 
our biggest defense production plant—RURAL AMERICA 
is properly geared into our national effort, by achieving a max 
imum of electrification 

rhe editorial contents of this issue of ELecrricaL WHOoOLE- 
SALING are designed to facilitate and speed up the process of 
achieving that objective—electrifying RURAL AMERICA 


* 
Railroad Angles 


It is reported that all the necessary steel has been allocated 
so that by April production of freight cars will get rolling at 

e rate of 10,000 cars or more per month 

Meanwhile, in 1950 American railroads placed 2,396 new 
locomotives in service, of which only twelve were steam, 
twelve were electric, and the other 2,372 were diesels, and 
orders for 1,644 units were carried into 1951 

It looks as if before long the melodious steam whistle will 
no longer be heard and the deep honking of compressed air 
horns will have taken their place, but—freight cars will clank 
ind rattle on forever 


* 


Farm Market Measure 


The Rubber Manufacturers Association reports that in 1950 
mut of the total of $160 million in sales of replacement tires 
and tubes, made by its members, approximately $33 million or 
over 20 percent went to the nation’s farmers 


* 


A Salesman’s **Take”’ 


The Harvard University Graduate School of Business Ad- 
ministration and National Sales Executives, Inc., have just 
finished its study on compensations received by outside sales- 
men. Covering 1,234 sales forces, totaling 92,667 outside sales- 
men, the survey showed that the average national compensa- 
tion was $5,400. Outside salesmen selling consumer goods 
averaged $5,000 a year, industrial salesmen drew down $6,200 
and salesmen of intangibles took only $5,400 yearly. 

More than half of the sales forces involved were paid in 
salary plus an incentive, to make the totals reported. 


GFru 2 


P2e~ 


EDITOR 
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line BEST for a distributor? 


YOU'LL PROBABLY AGREE that quality is 
outstandingly important in a line of electrical 
wires. Nothing else is so big a help in holding 
your best customers and winning new ones. 

And that’s where Roebling comes in. Roebling’s 
line of electrical wires and cables has the quality 
that builds business. From their copper conductors 


step is made in Roebling’s own plants. Modern 


machines, methods and precision control assure 
products with extra value for users...maximum 
economy in service. 

Today a large share of Roebling’s electrical wires 
and cables is required in the national rearmament 


program, but distributors can count on our giving 


to their protective jackets, every manufacturing all possible cooperation. 


ROEBLING DISTRIBUTORS have the advantage of sell- 
ing wires and cables that are identified by a famous name. 
In fact, Roebling is the best known name in the field of wire 
and jwire products. It’s easier and more profitable to sell a 


line that everyone recognizes as an established leader. 


YOU CAN ALWAYS COUNT on Roebling advertising to 
keep your customers and prospects posted on the extra 
service life and economy of its wires and cables. Full pages 


in color carry the Roebling story in trade papers... business 


InOUSTRY 








Roebling manufactures a complete line of electrical wires and 
cables, a type for every transmission, distribution and serv- 
ice requirement. Many of these products are specially 
designed to bring new measures of life and savings under 


their particular service conditions. Technical assistance of 











owners and executives read special Roebling advertisements 
in general periodicals. 
Roebling engineers is always available. 


DEBLING 


JOHN A. ROEBLING’S ome COMPANY, TRENTON 2, NEW JERSEY * Aflanta, 934 Avon Ave * Boston, 51 Sleeper St & 5 Pittsburg St * Chicago, 
5525 W. ® it Rd ati, 3253 Fredonia Ave * Cleveland, 701 St. Ciair Ave, N.E. * Denver, 4801 Jackson St * Houston, 6216 Nevi- 
gation Bivd * Los pte 216 S. Alameda St & 120 So. Hewitt St * New York, 19 Rector St * Odessa, Texas, 1920 E. 2nd St * Philadel- 
phia, 230 Vine St * San Francisco, 1740 17th St * Seattle, 900 Ist Ave, S. * St. Lowls, 3001-3015 Delmar Bivd * Tulsa, 321 N. Cheyenne St 
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Speed! 


Vaportight | 


PYLETS 


for added protection 


For any indoor or outdoor location subjected to heavy concentra- 
tions of non-flammable vapors, gases, dusts or moisture, Pyle sup- 
plies a complete line of the highest quality industrial lighting 
fixtures delivering dependable and efficient illumination. Under 
these conditions vaportight lighting Pylets have an exceptionally 
long service life due to their heavy duty construction and especially 
efficient sealing features. 

Bases are available in galvanized cast iron, aluminum alloy and 
bronze. Receptacles in porcelain and heavy duty molded bakelite. 
The bases have a large wiring chamber which remains vaportight 
even though the glass globe is broken or removed. The heavy 
guards, with or without shields, snap into a taper on the base and 
may be turned and locked in any position. 

The superlative Pylet line for lamps from 10 to 200 watts includes 
a complete selection of hub arrangements, with or without a switch; 
varied types for conduit, outlet box, surface, wall and handrail 


mounting; single, two and three gang fixtures; four reflector 


styles; portable hand lamps; and midget fixtures for 10 watt lamps. 

Consult your Pylet catalog 1100 for complete listings. . 
J \ THE PYLE-NATIONAL COMPANY 
TISAZNORTH KOSTNER AVENUE, CHICAGO S51, ILLINOIS 


District Offices and Representatives in Principal Cities of the United States. Export Department: international 
Railways Supply Co., 30 Church St., New York. Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS AND RECEPTACLES * FLOODLIGHTS » TURBO-GENERATORS © CONDUIT FITTINGS * MULTI-VENT AIR DISTRISUTION 
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Feiectrical Wholesalers 
BUSINESS INDEX 


650 


ELECTRIGAL 


WOLESALING 


WITH WHOLESALERS SALESMAN 




















The position of these monthly index indicators is determined 
by tabulation of hurdreds of reports from an identica! group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. Te figures are compiled for Exec- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S 
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Electrical Wholesale 
Distribution 
For the Month of December 1950 


electrical wholesalers in 


SALES The annual sales 6i 
the year 1950 were 28 percent higher than the previous 
year. 

By class of house, annual sales of full-line wholesalers 
and wiring supplies and construction materials distrib- 


and 23 percent re- 


‘ 


utors registered increases of 26 


spectively, while sales of appliances and spec! 
wholesalers increased 39 percent 
For the month of December, sales were up 15 percent 
} 


over the previous month and 47 percent above the same 


month a year ago 


Compared with November 1950, sales were reported 


is follows: Full-line wholesalers up 19 percent; wiring 
supplies and construction materials distributors up 9 
percent; appliances and specialties distributors up 3 
percent. 

\nnual electrical 1950 
are estimated at a record $5,944 million exceeding 1949 
by $1,267 million and the previous high in 1948, by $860 
million. December sales were estimated at $626 million, 
a gain of $86 million over November and $208 million 
more than 1949, 


sales of all wholesalers in 


December 


INVENTORIES Year-end 


goods wholesalers were up 9 percent over the November 


s 


30 level and 40 percent above the dollar value of stocks 


inventories of electrical 


on hand a year ago 

By class of house December inventories (compared 
with the previous month) were reported as follows 
full-line wholesalers up 10 percent; wiring supplies and 
construction materials distributors up 5 percent; appli- 
ance and specialties wholesalers up 9 percent 

Based on the current rate of sales of 592 electrical 
goods wholesalers stocks on hand represented approxi 
mately 37 days’ business, slightly less than the supply 
reported for the previous month and for December 31 


one year ago. 





Department of Commerce. The National and Regional anal- 
yses which follow indlude the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position. 


The Editor 
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REGIONAL ANALYSIS 


A LL. geographic regions experienced increases in 
£&% sales in 1950 as compared with the previous year. 
West 


to 39 percent in the New England 


The increases ranged from 15 in the 


North Central area 
region. 


All classes of houses combined, December 1950 sales 


percent 


were up compared to the previous month in all regions. 
Increases ranged from 9 percent in the Middle Atlantic 
and South Atlantic areas to 24 percent in the East 
North Central region 

Comparing December 1950 with December 1949, all 
regions reported substantial increases from 
28 percent in the Middle Atlantic area to 60 percent in 
the West North Central Region. 

Days supply of inventory at current rate of sales ran 
from 32 days in the New England and East North Cen- 
tral areas to 50 days in the East South Central and West 
South Central areas 


ranging 


DECEMBER, 1950 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 








SALES INVENTORIES 
December 1950 December 1950 
Compared in % with! Trading Compared in % with 
Nov. | Dec. Region Nov. Dec. 
1950 1949 | (See Map) 1950 1949 — 
+10 +55 +5 +35 
+9 +28 +16 +-58 
1.24 45) 1-48 
+17 +60 
+9 +53 
+12 +49 
+17 +50 
+17 +51 
+18 +53 
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ATES COMPRISING GEOGRAPHIC DIVISIONS: RE 
YN 1—Maine, N. Hamp., Vt., Mass., R. I., Conn.; REGION 
2—N. Y., N. J., Penn.; REGION 3 
REGION 4—Minn., lowa, Mo., N. Dak., S. Dak., Nebr., Kans 
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Ohio, Ind., I'1., Mich., Wis. ; 


ve Ww. Va. 2. CS Ce, 
Miss.; REGION 7—Ark., 
Idaho, Wyo., Colo., 

Wash., Ore., Calif. 


REGION 5—Del., Md., D. of € 
Fla.; REGION 6—Ky., Tenn., Ala., 
La, Okla., Tex.; REGION &—Mont., 
N. Mex., Ariz., Utah, Nev.; REGION 9 
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Adequate Wiring Conference 
Indicates Big AIW Year 


Record-equalling attendance and interest shown at 7th Annual 


Adequate Wiring Conference at Cincinnati seen as indication 
that adequate wiring will be promoted aggressively in 1951 


INCINNATI—1951 may be the 
C biggest year in the history of the 
adequate wiring program. This predic- 
tion was made by electrical wholesaler 
A. H. Jones, chairman of the National 
Adequate Wiring Bureau’s plan com- 
mittee and general sales manager of 
the Madison Electric Co., Detroit, fol- 
lowing the 7th Annual Adequate Wir- 
ing Conference held Feb. 15 and 16 in 
this city. He based his opinion on the 
attendance and prevailing atmosphere 
it the meeting. The attendance totaled 
171 key industry figures, equalling last 
year’s all-time high. 

A sobering note in the current con 
cern over materials shortages was 
sounded by conference chairman Jones, 
who urged those present to look behind 
the headlines and to resist the hysteria 
they engender. “In the field of raw 
materials needed for re-armament, 
there are many differences from our 
World War II experiences,” he pointed 
out. “We are engaged in equipping a 
force only one quarter the size of that 
earlier effort. Added to that is the job 
of erecting the plant capacity for rapid- 
ly expanding that initial stock of mil- 
itary equipment to an all-out mobiliza- 
tion of World War II size or greater. 
Raw materials are to be stockpiled for 
future use. This means a temporary 
reduction in the available materials for 
civilian use,” he emphasized. 

“To do this job we have availabies a 
much better industrial plant than be- 
fore. Thus, at the same time that the 


volume of war material is lower, the 
plant available to produce it is larger 
Together, these promise us eventual 
relief from the current materials situ 
ation.” 

Mr. Jones concluded by stating that 
we shall be plagued by shortages of one 
kind or another, “but that the shortages 
won't be permanent and we can hope 


They spoke at the Adequate 


A. H. Jones 
Madison Electric Co. 


J. A. Williams 
Wesco-Dayton 


that they will be gradually eased as our 
mobilization program begins to reach 
its goal. This may be sooner than we 
think.” 

The meeting was then turned over to 
E. P. Zachman, president of the Cin- 
cinnati Electrical Association and vice 
president of the Harry Knodel Dis- 
tributing Co. He presided over the 
morning session which was devoted to 
a study of the Cincinnati adequate wir- 
ing program. 

The next speaker, A. J. Rutterer, 
supervisor of the lighting division of 
the Cincinnati Gas and Electric Co., 
1950 ac- 
complishments. These included the ad- 
dition of 2,229 lighting outlets, 3,312 
convenience outlets, 1,890 switches, 939 
circuits and 5,909 kilowatts. The addi 
tional 1950 revenue from adequate wir 


summarized his company’s 


Wiring Conference 


E. P. Zachman 
H. Knodel Dist. Co. 


PANEL in action includes, from right to left, J. A. Williams, Wesco, Dayton; T. E. 
Bennett, Dayton Power & Light Co.; V. Greiman, builder, Dayton, Ohio; and 
speaking, L. M. Holmes of Dayton Power & Light Co. 
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Chauneline Stripes 


NO MORE hard-to-reach installations « NO MORE fishing for connections 


eNO MORE poking in cramped channels ¢ 


EVERYTHING 
IN FULL VIEW, 
EASY REACH 


SELLS ITSELF 
BY ITS 
SIMPLICITY 


NO MORE hidden wiring! 


Just lift the new streamlined reflector . . . the entire installation 
is fully exposed, like breakfast on a tray . . . mounted to the in- 
verted raceway! Plenty of working space ... every part is in the 
open, within easy reach! Nothing else like it! Ballast, starters, 
sockets ... all on open wire channel, for quick installation, time- 
saving maintenance! No more fishing to join sections . . . unions 
take no time at all with TRA-BAK’s full-exposure construction. 


Every detail designed for simplicity and ease of assembly. Once 
TRA-BAK’s advantages are seen and tried, no other channel strip 
will do! A single sale means continuous repeat business from every 
customer! Make TRA-BAK your volume profit item all year ’round. 
Get details and prices today! 





CONTINUOUS ROW 











INSTALLATION ® 


CONTINUOUS-RUN 


GREAT NORTHERN 


BEVELED EDGE, 
ROUNDED 


affords perfect flush 


INSTALLATION 


No special couplers, 
only a threaded nipple 
and 2 lock nuts are 
needed. 
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RECESSED 
STARTER 


adds good looks, per- 
mits fast, easy re- 


placement. 





mounting on walls or 
ceilings. 


KNOCKOUTS 
ON BACK 


and on each end. 





CORNERS, 
BAKED WHITE 
ENAMEL 
REFLECTOR 


fastens with 2 screws. 


WManufacturing Corp. 


TRA-BAK comes completely wired with 
remote starter base, starter, ballast and 
lampholders, and knockouts on bark 
and ends for universal installation. 
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totaled $46,000. The 
gains were made on plans submitted for 


ing promotion 


layout. 

L. M. Holmes, commercial manager 
of the Dayton Power and Light Co., 
was the opening speaker in that section 
of the conference devoted to a study 
of the Dayton, Ohio, adequate wiring 
The 
manned by Herbert Snead, executive 
Adequate Wiring 


Bureau, Dayton. He introduced several 


program. session was chair- 


secretary of the 


prominent personalities in the Dayton 
took the platform to 


testify to the program’s value. They 


operation who 
included: C. B. Kuntz, chief electrical 
David Black, 
A. Williams, 
Electric 


inspector for Dayton; 
electrical contractor; J. 
manager of Westinghouse 
Supply Co.; Victor Greimann, opera 
ant Tt. &. 
Bennett, representative of the Dayton 
Electric Club. 

The benefits of an adequate wiring 


tive and custom builder; 


program are obvious, said electrical 
wholesaler Williams, one of those who 
testified. Some of the benefits may be 
intangible, he pointed out, but they are 
nevertheless real. Adequacy not only 
benefits the consumer through greater 
convenience and efficiency, it also bene 
fits electrical contractors, wholesalers 
and others through greater profits and 
increased customer satisfaction 

“We support the Dayton Adequate 
efforts to sell 


installations 


Wiring Bureau in its 
better home because we 
think the bureau is the best medium 
through which to sell the public,” he 
said. “The bureau’s strength is in its 
independence. It promotes impartially. 
It favors no particular segment or in- 


And it for 
wards something that the public should 


dividual in the industry. 


know about.” 
said Mr. Williams 
the public is more likely to accept the 


Because of this, 


Bureau’s recommendations. The sun- 


port of an adequate wiring certifica 
tion program is one of the best busi- 
ness investments a wholesaler can 
make, he concluded. 

The 


with 


second day’s session opened 
a forum on the present require 

ments in the national standards of hom« 
wiring adequacy. The forum was mod 
erated by H. R. Stevenson, chairman 
of the Industry Committee on Interior 
Wiring Design. 

The conference concluded with an 
open forum discussion on subjects in- 
troduced from the floor. O. C. Small, 
manager of the National 


Wiring Bureau, led the discussion. 


Adequate 


HONORED by the Electric Association of Chicago were past presidents Felix Van 
Cleef (left) of Van Cleef Bros., Inc., and Axel H. Kahn (right) of the General 
Electric Supply Corp. The awards were made during the association's annual dinner 


by W. O. Batchelder, retired vice president of the General Electric Co, 


See pages 


82-83 for more pictures taken at dinner meeting of Chicago association. 





FTC Will Undertake 
Spot Surveys For NPA 


WASHINGTON 


Authority 


D.C.—The Na- 
tional Production Depart 


ment of Commerce, recently desig 
nated the Federal 
to make 
in connection with 
NP 4 orders 
At the NPA, the 
mission agreed to conduct sur 


how 


Trade Commission 
NPA 


the oper ition of 


spot survevs for the 


request of the 


veys and inquiries to determine 
NPA 
ire understood 
Factual 
submitted to 
es M 


well orders and regulations 


and carried out 
thus obtained will be 
the NPA through the 


Mead, FTC chair 


data 


office of J in 
man 
The 


executive 


was made under 
10161 10200 
Defense Production 
Regulation No. 1 ane 


Order 1 


designation 
orders and 
4 

\dministration 


Department of 


1 


merce 
FT ¢ 
luminum 
r knowledge of NPA regulations 
that 


will be 


fabricators to 


s first survey among 


determine 


industry and the de 
to which pertinent orders and 
regulations are being complied with 


Information resulting from “spot’ 
checks of industry operations under 
NPA regulations will be used, the 
NPA stated, 


planning future orders and, if indi 


both as a basis for 


cated, for appropriate compliance 


action, 
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said that violations are 


rhe NPA 


usually adjusted by its compliance 
staff, which has agents in field offices 
throughout the nation. It pointed 
that lack of 


early stages of a progran 


out compliance it the 
of controls 
from the lack ot 


all the 


usually results 


mediate understanding of 


provisions of an ordet 
E. V. Wetmore Praises 
Electrical Industry 
BOSTON—‘No one can foresee the 
next big development, but there will 
surely be developments that will con- 
tinue to keep this business the best one 
” said E. V. 
Wetmore, district manager of Wesco’s 
New district 
before a gathering of 700 at the recent 
innual dinner meeting of the Electric 
Institute of Boston held here at the 
Hotel The talk followed Mr: 


Wetmore’s formal installation as presi 


in which to make a living, 
England headquarters, 
Statler 
dent of the institute. 


Mr. Wetmore said, “Ni: 


can make on business vol 


Continuing, 
ymment I 
ume in the coming months would be 
of value, but I will hazard a few re 
marks. We are 


shortages, and perhaps some su 


going to have 


before the real pattern can | 


« 


ind understood; in other words, peak 


and valleys in supply as well as de- 


mand. That would mean—forced sell 
ing—-liquidation—low profits, such as 


(Continued on page 88) 
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shed 1920 


Electrifying more farm jobs—That’s your part in... 


Wide World photo 


Mobilizing Our Farm Power 


If electricity on the farm is to be of maximum service to the defense 


program, better salesmanship must help farmers in harnessing elec- 


tricity to more farm tasks for more efficiency and saving of manpower. 


OUGHLY 15 years ago only 
R about 11 percent of the na 

tion’s farms had central sta 
tion electric service. At that time, 
how many of us would have dared 
to predict that today—only a decade 
and a half later—87 percent of our 
have central station 


tarms 
service ? 

But that’s the record. 

Since 1935 the figures on farm 
electrification have been almost ex- 
actly turned around. Then, only 
about one farm out of 10 had power 
from a central station—now only 
about one farm out of 10 does not 
have power from a central station. 

I want to talk with today 


would 


you 


By Charles F. Brannan 


U. S. Secretary of Agriculture* 


long three principal lines. First, 
I want to review briefly the situa 
tion we face as a nation. Second, 
I’d like to discuss agriculture’s part 
in today’s challenge—what the na 
tion expects of its farms—how well 
farmers are equipped to meet the 
nation’s requirements—and what is 
being done to help equip them better. 
Finally I want to talk with you 
specifically about the part electric 
power and the rural electric co-ops 
can play in the present national 
emergency. 

We are living in one of the most 
critical periods in all human history. 
We have got to realize that we are 
now facing probably the most seri- 
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ous threat to civilization of the 
twenty centuries. There is no longer 
time to put things off until tomorrow 


past 


or to depend on somebody else doing 
our job for us 
We hope for 


peace, earnestly and prayerfully. We 


peace — we want 
lave proved again and again that we 
are willing to go much more than 
half way to achieve peace 

But who could be so blind as not 
to recognize that we must be pre 
pared for anything 

Military preparedness is, of 
course, the most immediate essen 
tial. But military preparedness, i1 
hese times, 
t} 


hing 


has come to mean som 


much broader than ever b 
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than planes, 


rs my rated by 
litary prepar 


ind agri 


produce the 


for the 
our armed 
th and productiv- 
1 population, 
d for shipments to 
those other nations to which it is 
idvisable to give aid. 

Our material answer to the alleged 
superior manpower resources of the 
S *t Union and its satellites is an 
onomic answer—superior produc 


ion. Man for man, 


lifference 


is a wide 


luctivity 


there 
between the pro 


farm, 
Union and 


f American producers on the 
ind those of the Soviet 


its satellites 


In Asia today it 


he land to support then 


takes four per 
sons on t 
selves and one person off the land 
In the United States the situation is 
just about reversed 


1 


fifth of our population is on farms 


less than one 
and they provide food and fiber 
themselves and the ot!.er four 
our population. 

Not only 
provi le food to keep the efficiency 
and vitality of forces 

high 

level; it also provides raw materials 
American 
would be crippled. 

We are fortunate indeed that our 
agriculture today is in a strong posi- 
meet all foreseeable demands. 


let me list some of 


does our agriculture 


our military 
ind i ial producers at 


without which industry 


ion to 
the outstand 
facts in this r ard. 
-+h more pro- 
were 20, or even 


Our farms are muc 
ductive than the 
10, vears ago. 
tion is 
abov: the vears just before World 
War II 
in 1950 was bigger 
before 1948. 
\griculture as a 


running about ‘recent 


Our field crop production 


than in any year 


whole is in 
relatively good financial position 
Farmers have plowed back a lot of 
their earnings into up-to-date ma- 


Using the 


chinery and equipment. 
national program available to them, 
they have built up reserves of soil 
fertility. We have developed pro 
grams and storage facilities to carry 
our reserves of corn, wheat, cotton 
and other crops 

In the period of little more than 
a year, beginning in June 1949, 700 


f 


million bushels of grain storage faci- 


lities added to national 
capacity under the emergency stor- 
program, This has been a big 
to our over-all defense position. 
There than 

tractors on American farms 
as there were in 1941, before 
Pearl Harbor. There are twice as 
many trucks on farms, nearly three 


were our 


ace 
age 
l 


are more twice as 
many 


now 


times as many combines, and more 
than three times as many milking 
machines and mechanical corn 
pickers. 

We have fine 


the use of various new plant varieties 


made progress in 
and hvbrid seeds, insecticides, and 
fertilizer, and in better breeding and 
— 
reed 


' oa 
ing of livestock. 


The result of all these advances 
is that farm output per man-hour 
has risen from 50 percent above the 
1935-39 average. 

Our agriculture, in short, is far 
better able to face the problems and 
demands of the present and future 
than it has ever been in any previous 
national crisis 

is depending on our 

1 this general 

itput this vear and 

to step up pr duction of the com- 
modities that are in greatest demand 
We particularly 


betf> Gorn, cotton, and 


need more pork, 
But 
past experience that 


wool 


fully employed 
are high, most 
farm faced with big 
lemand 
Our have been 
In 1946 
the crop amount to 83 million 
head. Last 
100 mil 


a 
years spring 


climbing 


ir the crop was over 
lion head for thi 
crop to run about 
nt m4 


percent ahead prin 


The number 


million bales 
ions farmers 
country is 
A 


to have the 


lis one: T \ Fong 

nianpower, and equipment 

to turn ou ( roduction that’s 
needed ? 

now that they’re using 

th: eee 

tnan ever 

25 


Farmers 
1 lot more electri 
REA 


percent more 


power 


before. onsumers used 
power last year than 
1 tl year before. 


used th 
general, according to 
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industry estimates, used eight times 
as much electricity last year as they 
did before World War II. Of course, 
most of this is due to the greater 
number of farms now hooked up to 
power lines. Nevertheless, the aver- 
age consumption of electric power 
per electrified farm is now estimated 
by the industry to be 214 times as 
much as in the pre-war period. 
The Department has set up a 
and facilities to 
farmers in getting essential 
equipment, manpower, and mate- 
rials. In expect that 
the facilities of all the Department’s 
bureaus and agencies will be used to 


number of offices 


aid 


addition, we 


help meet the objectives of agricul- 
tural preparedness. This means that 
we will not only help farmers get 
essential production tools and sup- 
plies, but that we are going to en- 
courage them in every way we can 
to make the best possible use of what 
is available. 

The important job in agriculture 
is going to need the whole-souled 
co-operation of organizations out- 
side, as well as within, the Depart- 
ment. 

We are dependir leavily 


national 


upon 
your contribution de- 
fense. 

You folks are the leaders of 
electrification in 
munities and in 
You know the importance of electri- 
city Many 
of you have been through this kind 
before and I am happy 


rural 


your own com- 


your own states. 


in war-time production. 


ol emergency 


that you will therefore be better able 


to guide your co-ops through these 


troubled 
llion farm 


“11 
nl 
1 


] are depending on 


families you to 


supply an essential utility service in 
an adequate and dependable manner. 

This job of adequate 
service is really You 
need to make sure first that you have 


This job of providing 


a double job. 
plenty of power to deliver and, sec- 
ond, 
tained to deliver it. 

The defense production program 


that vour systems are main- 


will seriously strain the nation’s en- 


tire power supply. It will be increas- 
ingly difficult to get power for your 
I urge you to plan ahead as 
possible to provide power 


needs. 
far as 
not only to meet war-time demands, 
but also to take care of the normal 
increase in power consumption on 
farms. 

It is vital also that you keep your 
systems in constant repair, so as to 
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before it has a 
chance to develop into a major prob- 


lem 


prevent trouble 


This will call for expansion of, 
added 


preventive maintenance program, If 


and concentration on your 


you have not already done so, I urge 
you to mobilize your forces for SVS 
tem maintenance 

In many cases you will need to 
increase the capacity of your systems 
to make sure that they will be able 
to carry the loads that defense farm 
production will put on them. Farm 
ers are depending on you. They need 
all the assurance you can give them 
that power will be delivered on an 
uninterrupted basis. 

But merely providing dependable 
power is not enough. If rural elec 
trification is to be of maximum 
service to the defense program, your 
need help 1 


farmer members will 


harnessing their ele 
ethiciency 
} 


They will need guidance in sub- 


siituting electricity for manpower 
On a great many farms, electric 
more full 


power can be V applied to 


heavy time-consuming farm chores 


Some of the striking evi 
labor-saving advan 
electricity may be 
farms. It 

> to milk 10 cows twice a day 
hand. An electric milker can do the 
job in about half the time—with only 
one-half kilowatt hour of electricity. 


most 
dences of the 


tages of 


lairy 


found 
takes a lot of 


by 


Electricity can save time and labor 


separating cream, pumping and 


wisting hay, an 
hoisting hay l 


It is important in 


water, 
grinding feed 
processing and preserving foods. A 
with a milk cooler can cool 


10 gallons of 


s 


farmer 
milk with about one 


Rapid 


kilowatt-hour of electricity. 
| 


cooling keeps the bacteria count low 
and maintains the quality of the 


1 
K. 


i] 
I urge vou to step up your pro- 


> ° 


1f member education, and to 


ae) 
grams 
with 


other organizations and agencies to 


vork in close collaboration 


ike sure that every farmer knows 


how to use electricity in his produc 


tion job. Many farmers need advice 
ie care of their appliances and 
equipment. These tools may have to 
last a long time. 
ind your farmer 
to make the 
The 
omemade pig brooder is a good ex- 
ample. By using baby pig brooders, 


Fortunately, you 
members can do a lot 
most of materials now on hand 
h 
farmers can cut down the number 
of pig losses, and produce an extra 


30 percent or more of pork at wean 
ing time. Looking at it another way, 
this of about 250 
pounds of feed per litter. 

It doesn’t take expensive or hard 


means a Saving 


to-get equipment to make a brooder. 
A 150-watt bulb, 
metal for a reflector, 
lumber, and a little know-how art 
all you need. 

I’m sure there 
ways in which farm people can make 


some scraps ol 


some piece so 


are many other 


equally effective use of electri 


power without heavy cash outlays. 


Research is going ahead in the 


Department and elsewhere on new 
uses for electricity. I have no doubt 
that this emergency will give added 
impetus to this research. We all 
know that use of artificial light is 
an accepted practice in poultry enter 
prises 
to speed up plant 


Light has also been employed 


ind it has 


growtl , and it 
been demonstrated that 

yields can be stépped up by its use 
New t 


peen de 
\ eloped by 


types of plants have 


with X 


ravs. Black light has been used to 


treating seed 


eliminate defective seed By the us¢ 
of the germicidal lamp, it may be 
possible eventually to a good 


deal of food that otherwise would be 


save 


spoiled by mold. 

In making these comments, I do 
not mean to evaluate any of the re- 
search that is now going on. I merel) 
want to point out that in time of 


such national emergency as this, re- 


search takes on new importance. | 
am sure that you will do your part 
in making available to the American 
farmer as many new uses for electri- 
city as possible in the months and 
years ahead 
Besides all of these responsibili 
s that I have mentioned, you have 
to the half million 


responsibility 


’ Y 


BI 
IT Tore 1 


farmers who still are with 
You will 


line extensions as 


out electric power. want 


wh 
to pusn 


possible to make power available to 


fast as 
these farmers. 

By taking full part in your own 
community civil defense programs, 
your co-ops can render still another 
You can do 
SDA 


iwencies in your counties, by pro- 


service to the nation. 


this by working with the I 
communication 
to farm people for information on 


viding channels of 


the defense program and its require 


ments, and by assisting your local 


civic groups in helping rural indus 
decentralized 


tries, especially war 


plants, to locate in your areas 
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said, it 


rom what I have already .¢ 
should be obvious that the Depart- 
ment of Agriculture recognizes the 
importance of the electrified farm 
and of the rural electric co-ops to 
the farm production program fort 
national defense. 

In his recent “State of the 
message to the Congress, the Presi 
dent emphasized the necessity for us 
as a nation to increase our capacity 
and to 


for production keep our 


economy strong for the long pull 
ahead. He pointed out that only by 


increasing Our output can we carry 
the burden of 


indefinite time. 


pre pare Iness ior an 


as | am 
he urged 
con- 
activi- 
lopment 


It was heartening to 
sure it was to you 


the Congress ti riority 


was among thet 
very additi ( j™ 


city, wherever! 


wer capa 
increases 


our national wealth. [very addition 


to our power capacity, wherever it 


is made, increases our ability 


materials int 


turn raw 
clothing, and processed 
defense 
Before 
te add 
gene ral r 
ture and farm people are con 
I | 


however 


words about 


I close, 


just a few the 
situation so far 

erned 
ave indicated that our agriculture 
is in a far sounder position to meet 
whatever demands may be made 

on it than it 


periods of national emergency 


has been In previous 


convinced that 


I am this nation 


is a whole is well able to take care 


of itse 
develop 

It would be 
estimate the 


f in any situation that may 


foolish to under- 
strength that 1 
against 


arrayed us 


in all-out 


all struggle 
[ think, be equally foolish to under- 
estimate the strength of the 


nyt 


\mer- 
ican nation and of the American ide: 
f freedom and justice 

In these 


whole-hearted 


times, let 
support 
national mobilization pri 
us unite with a determi: 
ver needs to be d 


that 


whatt 
be resolute this 


remain free 


*Excerpts from a talk made hy Secretar) 
of Agriculture Charles F 
the title Power” 
before the Rural Electric Cooperative A 


sociation, 1951 


Brannan under 


“Mobilizing Our Farm 
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By Claude R. Wickard 
Administrator 


Rural Electrification Administration 


America’s agricultural needs in a 
time of national emergency 

can be met adequately only if 
electrical distributor sales- 


men do their part to . 


4 ol nie t 
A farm operator himself, Claude Wickward, REA administrator, knows that .. . 


Speed Mobilizing Our Farm Power 


HOLESALERS of electri- 

cal goods have an opportu- 

nity to aid in food production 
so vital now to our national strength 
We strongly urge them 
that opportunity 


to embrace 


Before enlargin 


g upon that state 
little into the 
true. 


ment, let us look a 
facts which make it 

In a time of national emergency, 
we need larger than normal quan 
tities of certain kinds of food. We 
need these larger quantities because 
many of us must individually do 
more physical work—carry a rifle, 
expand our plants 
We must 
see to it that our allies have ample 
supplies of food. Normal 
tional trade is disturbed, and we 
have to make up for the deficits in 


1 1 
build airplanes, 
to harness atomic energy 


interna 


some cases 

That means, of course, that Amer- 
ican farmers are being asked—again 
the their 
acres. They will probably have less 


to increase output of 
than normal supplies of labor and 
some materials available to them to 
use in this expanded production 
ly, they must rely more and 
more upon machines 
some of the most efficient moder 
mechanical equipment is that whicl 
electric wholesaler’s salesmen handle 


1 
¢ 


Inevitab 


And certainly 
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A revolution has taken place in 
Rural America in a little more than 
a decade. Nine farms out of ten did 
have electric service in 1935; 
ten do have it now. The 
most spectacular part of this increase 
has taken place since World War 
II. Three farms have elec 
tricity now that did not have it when 
we entered that 

It is 
and fortunate for the 


not 


nine out of 


million 


war 


fortunate for the farmers, 
nation in this 
emergency time, that this has hap 
pened. For electricity is the most 
versatile, the most efficient, the most 
effective tool for production which 
the farmer has ever had. For in 
stance ; 

It takes a lot of time to milk 10 
\n electric milker 


half the 


cows twice a day 


do the about 


joD in 


Electricity can save time and 


money in separating cream, heating 


water, 


hoisting hay, and grinding 
feed. Rapid cooling keeps milk sweet 
id fresh until it 


] can start for the 


heat lamp which eases aches 


fellow (and 


pains 


[ for the city 


rmer too and he works 


, : 
lots of 
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ed in a brooder, keep little pigs alive 
and healthy until they can look out 
for themselves. An ordinary electric 
fan, such as stirs up sultry summer 
air in a city apartment, can be the 
heart of an egg cooler to save waste 
and maintain quality. A water heater 
like the one for a city home is a 
requirement in the farm milkhouse, 
to be sure the pails and equipment 
are strictly clean. A thermostat like 
the one in an electric iron is needed 
to keep water in stock tanks and 
henhouse pans from freezing. 

In other words, equipment that is 
a convenience to the man in town 
is a production tool for the farmer. 

3ut in order to help the farmer, 
electricity needs a harness. It needs 
the installation of wiring, to direct 
the 


needs ap- 


its energies safely and fully to 
places where it works. It 
pliances and equipment, to translate 
its force into power, heat and ligh* 
as the particular job demand: 
Electrical goods are going to 
in short y. This 
especially to 
trade. 


sup] is obvious to 
those in 
too, 
know it. But they think they ought 


any observer, 


the electrical Farmers, 


to have special consideration from 
the electrical trade 


with 


we agree 
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All REA photos 


By Electrifying More Farm Tasks 


them, that wholesalers ought to try 
to direct wiring supplies, repair 
parts, ventilating fans, heat lamps, 
shop tools and hundreds of other 
items into channels which will make 
them available to farmers who want 
them. 


Work With Rural Dealers 

It would have to be up to 
wholesalers, of course, to see 
towns which are 


the 
that 
dealers in farm 
trading centers get their fair share 
of the production equipment. Per 
haps_ wholesalers encourage 
such small-city dealers to set aside 
part of every shipment for their 
rural customers. 

Such a voluntary preference sys 
tem—the details of h would 
necessarily have to be worked out 
by the trade in individual cases 
would certainly help farmers do a 
better job in producing food and 
it also would have advantages to 
the dealers. 

So far as REA-financed co 
operatives are concerned, they would 
be glad to work with dealers in 
towns to help bring the farm market 
closer to them. Our co-ops have 
established means of getting infor 
mation to their members, and their 


could 


whic 


members have formed the habit of 
depending upon their co-ops for a 
considerable amount of commercial 
information. 

This is part of the power-use pro 
grams of the cooperatives. Since 
World War II they have made tre 
mendous forward strides in their 
field. About 500 of the 1,000 REA 
financed co-ops employ electrifica- 
tion advisers. These are not “load 
building” employees. The business 
of the electrification 
help farmers make the best possible 
use of their electricity. 


adviser is to 


Co-ops which do not employ ad 
visers get power-use., information to 
their other 
newsletter, newspapers, 


members by means 
personal 
letters, the radio, leaflets, pamphlets 
and, of course, group meetings and 
Nearly all REA 


co-ops conduct power-use activities, 


annual meetings 


and in nearly all cases co-op officials 
and work with 
dealers. 

Thus, through the dealer and the 
there been established 
in our rural areas a link 
wholesaler and consumer. It is a 
link that can be used to good ad 
vantage in our mobilization effort, 
for it can assure placement of scarce 


advisers closely 


has 


co-( ps, 


between 
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equipment where it will do the most 
good. 

It is important to keep in mind 
that most of the 
in electrical equipment is new busi 
Remember that three 
million farms hooked onto the power 
lines in the last years ; 
they have hardly started to acquire 
the electric labor saving equipment 


farmer’s business 
ness. about 
five or six 
and appliances they will eventually 


While city 


television 


business in most 
except and home 
freezers is mostly for replacement, 
the farm i and 
rapidly expanding. 

Moreover, the average farm is 
likely to have eventually perhaps 
two or three times as much money 
invested in electrical motorized 
and appliances as the 


have. 
lines 


business is new 


equipment 
average city home. 

It follows, then, that this almost 
virgin territory, this sole remaining 
vacuum in field of electrical 
installations in this country, is well 


the 


worth cultivating. 
So we think it 
business to see that farmers get ac 


would be good 
cess to curtailed supplies of electrical 
goods. It good for the 
trade, good for the farmer, and good 
for America and the free world. 


would be 





Electrifying Rural America 
First Blazed—Then Soundly Trod 





By Grover C. Ne, PROGRESS OF ELECTRIFICATION 
President OF RURAL DWELLINGS 


Wisconsin Power & Light Co. IN COMMUNITIES OF LESS THAN 2500 POPULATION 
FARMS AND OPEN COUNTRY 








Total Number of 
ccupied Dwellings 





14,258,000 13,852,000 
£ 











9,250,000 





) Electricity 
within reach but 
) not used 





current 7,800,000 
plants built : Served 


were direct 





Total number 
the ability to of dwellings 
rom one to ; using electricity 








he generating 


r this pe riod 











2 
500,000 1,383,000 


Served by RE.A 


April, 1940 Nov. 1945 June 30, 1950 
(U.S. Census ) (Census Est.) (E. E. 1. Est.) 


Ed F 














efficient 


] Y ; w-Ci1rrert + ’ * hic! + f t “ ¢ 
alternating-curreé ons, h e cost of manutacturing electri Light Association organized a Rural 
were connected by transformer and city had been greatly reduced. These Electric Service Committee, to de 
transmission line oad center two developments made it possible, termine what was necessary to elec- 

' : 


> QO? ‘ ol a aes : ‘ ert 2 ‘ J . . 
By 1920 the ¢ yperating for the first time, to supply, on a trify rural America. | was chairman 
companies in the Unit st s | | national le farn electric 


al oC dlc, ial lil 


lines of that committee from 1922 to 
built a vast network of transmission radiating from the urban centers 1927, inclusive. We soon discovered 
lines which provided 24-hour ele with adequate electric power at a_ that rural electrification was more 
tric service to practically all the citi price sufficiently low to fit into the than building lines up and down the 
and villages of the nation. Th “al farmers’ economy highways. In 1920, farm machinery 
turbine had been so perfect h 30, in 1921, the National Electric was designed to be driven by gaso- 
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Nears End of 30-Year Trial 
By Tax-paying Private Utilities 





ae] 


Dollars 


Millions of 


R.E.A. FINANCES 














Congressional Total All 
Authorizations 


to R.E.A to Local 





Loan 
Contracts- REA 
Co-Ops 
Sept.30, 1950 


Total Monies 
Advanced to 

Local Co-Ops 
Sept 30. 1950 








line engines, horses, and manpower. 
\ whole new line of machinery had 
to be developed. Methods of farm- 


had to be 


ing changed if electric 
service was to carry out its full func 
tion in American agriculture. 

To solve these problems, a joint 
committee was set up, which in- 
cluded the Farra Bureau Federation, 


the National Grange, the American 


Society of Agricultural Engineers, 
he U.S.D.A., and others, together 
with the utility people. This co 
operative organization was known 

the Committee « 
Electricity to Agriculture. It was 
organized in 1923 and disbanded in 
1939. It prepared and distributed 
many publications and news letters 


m the Relation of 


giving latest new developments on 
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application of electricity to tarm 
operations. Similar joint committees 
of state-wide scope were organized 
and active in 20 states 

As a result of this research work, 
a new line of farm machinery and 
equipment was developed, which was 
designed to operate with electric 
power. The development of this new 
machinery was very necessary and 
ded up the proper elec 


United 


greatly spec 
trification of the farms of the 
states 

, 


At first the utility « 
not properly organiz ( ‘velop 


were 
rural electrification, but SOOT 
established 
ments and employed agriculturall 


rural depart 


service 


trained men. The printed report of 


the Rural 
1926 and 1927 states that 57 


panies had established su 


Service Committee for 
com 
h depart- 
ments, and 43 other companies were 
employing men trained in agri 
culture, 

Phis 
American farms may be e 


fied, and I quote: “If this 


same report estimates how 


fast lectri 
increase 
continues at the rate, there 
will be approximately 1,000,000 eiec- 
trified farms in this country by the 
1932; 


iproximately 


same 


ind, by 1938, 


3,000,000, 


end of 
which 1S 


nearly .... one-half the total farms 
in this country 
to con- 


Utility companies began 


nect farm customers at a constantly 


nereasing rate In 1924, about 
25,000 new farms were connected 
40.000 farms; in 1926, 
in 1927, 84,000 farms; 
112,000 
The 


definitely getting 


in 19285, 
62,000 farms: 
1928, farms 


and, in new 


were connected. utility com 


panies were into 
stride and making rapid progress 
in taking electric service to the farms 
of this nation. 


which began in 


Except for the big 
1929, it 


is my opinion that the committee’s 


depression 
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DEVELOPMENT OF FARM ELECTRIFICATION IN THE UNITED STATES 
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\ Lines, Dut not 


taking 
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1930 THROUGH 1950 


6,250,000 ( Est.) 
TOTAL NUMBER 
OF FARMS 
Beyond All Practical 
Reach 
Farms Without 
Any Buildings 
All Dwellings Vacant 
TOTAL REACHED 
5,700,000 
‘Reached by Lines 
. but not taking Service 


‘TOTAL FARMS 


SERVED 
5,450,000 


Served by Other 
Utilities 2,800,000 


3,100,000 
(Est.) 








2,650,000 
Served by R.E.A 

















Dec. 3!, 1950 (Est) 


TUTE SURVEYS 
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estimate of 3,000,000 farms using 
electric service by 1938 would have 
been realized. However, the big 
depression definitely stopped this 
activity. The farmers did not have 
money to wire their places; the 
utility companies had very little 
money to build lines. The result was 
that from 1929 until about 1935 
there was very little activity in rural 
electrification. 

However, in 1935, business con- 
ditions had so improved that utility 
companies were able to borrow 
money and the farmers were able to 
get some money. At that time the 
utility companies resumed the rural 
electrification program they had 
dropped in 1929, and they have been 
actively engaged in it ever since. In 
1936, REA came into the picture, 
and they, too, have been active in 
rural electrification. 

The electric utility industry began 
to develop rural electrification in an 
energetic manner as soon as it had 
made 24-hour dependable electric 
service available in the urban com- 
munities of our country and it could 
not have started earlier. Since then 
it has pushed rural electrification as 
fast as could reasonably be expected. 


Accomplishments to Date 

Chart No.1 shows the develop- 
ment of farm electrification in the 
United States. It shows that 650,000 
farms were using central station 
electric service in 1930, and about 
1,000,000 farms had electric service 
available. By 1935, in spite of the 
severe depression, the number of 
farms using electric service had in- 
creased to about 790,000 and about 
1,150,000 had electricity available. 

With better business conditions 
and the resumption by utility com- 
panies of the rural electrification 
program they had been forced to 
drop in 1929, the total number of 
farms using electric service at the 
end of 1940 had increased to 
1,850,000, and about 2,500,000 
farms had electricity available 
About 600,000 of these farms were 
served by REA cooperatives. 

At December 31, 1950, 5,450,000 
farms were using central station 
electric service, and 5,700,000 farms 
had electric service 
2,650,000 of the farms served were 
served by REA. 

The data from the recent federal 
census is not yet available, and we 
do not know the total number of 


available ; 


farms in this country. However, | 
estimate that there will be 6,250,000 
farms, of which about 5,800,000 are 
occupied and either are using elec 
tric service Or are prospective users 
of electricity. Some of the places 
listed as farms in the census are 
wood lots in the hills, farms with- 
out any buildings, or abandoned 
farms, that is the reason for reduc 
ing the total number from 6,250,000 
to 5,800,000. 

From this chart it is evident that 
the job of extending electric service 
to the farms of this country has 
been reduced from a big job, in 
1930, to a very small job at the 
present time 

Chart No.2 shows progress of 
electrification of rural dwellings 
Under the federal definition, a dwell 
ing in the country or in communities 
of less than 2,500 population is a 
rural dwelling. f have 


Some farms 
more than one dwelling. 


Scattered 
throughout the country you will find 
country stores. garages, schools, 
churches, etc. All of these are in- 
cluded in Chart No. 2. 

Chart No. 2 shows that, on April 
1, 1940, there were 14,250,000 occu- 
pied buildings located as just de- 
scribed. Of these, 7,800,000 had 
electric service, and it was available 
in total to 9,250,000. 

In November 1945, there were 
13,852,000 such occupied brildings ; 
10,118,000 had electric service, and 
11,200,000 had service available. Of 
the total 10,118,000 such dwellings 
using electric service, REA served 
1,383,000. 

As of June 30, 1950, I estimate 
that there were 17,500,000 rural 
dwellings, 16,000,000 of these were 
using electric service, and it was 
available to 16,750,000. REA serves 
3,225,000 of the 16,000,000 rural 
dwellings served. 

From this, it can be seen that the 
great program of extending electric 
service to rural America is nearly 
over. 


REA Finances 

As of this date, Congressional 
authorization of funds to be loaned 
to REA total $2,779,000,000. Loan 
contracts of REA to local co-ops, 
as of September 30, 1950, total 
$2,219,000,000. Included were con- 
tracts covering the building of large 
generating stations and transmission 
lines by super co-ops, many of 
which duplicated existing facilities. 
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As of September 30, 1950, the 
moneys actually advanced to local 
co-ops totalled $1 616,000,000. 

Our nation is now covered with 
a network of farm distribution lines 
that make service available to nearly 
all of the people living in rural 
areas. It is hard to understand why 
REA needs another $1,100,000,000 
to finish the job. This is almost as 
much money as REA spent during 
the first 15 years of its existence 
It is true that REA will need some 
additional money to increase the 
‘apacity of the distribution lines 
now built, and it will extend service 
to a few additional customers. 

We have never had any objection 
to REA carrying out the job of 
extending electric service to farmers 
who did not have it. But the present 
situation, where Congress has 
authorized what appears to us to be 
much more money than is needed to 
finish this job, has made us fearful 
that REA is being used as a tool of 
the group that wants the govern 
ment to take over the utility busi 
ness. We naturally are opposed to 


that. 


Summary 

The electric utility companies: 

1. Pioneered rural electrification 
in the United States. 

2. Developed, through their ree 
search work in the 1920's: 

a. The low-cost rural line, 

b. New types of power-driven 
farm equipment designed for elec 
tricity. 

c. Close cooperation between all 
parties really interested in farm 
electrication, 


d. Organization of utility depart- 
ments: to give proper attention to 
farm electrification 


3. Built electric lines to 112,000 
farms during the 12 months of 1928 
and planned to serve 3,000,000 farms 
by December 31, 1938. 


4. Furnish more than % of the 
REA co-ops electrical requirements 
at wholesale; and, 


5. Have been the major factor in 
making electric service available to 
about 95 percent of the occupied 
farms of the United States 





Hard Facts On A “Soft” Market 


By Arthur W. Hooper 


Kk THERE is a farm market 
within the borders of your ter- 


ritory, by all means develop it 
Despite the ever-growing potentiali 
ties 


for sales of 
the rural 


electrical goods in 
market, it has not 


electrical dis 


bee Nl 


sold properly by the 


tributor. In general, electrical whole- 
saler salesmen do not seem to know 
enough about this important market. 

For the second time within a dec- 
ade United States farmers are being 
asked to go all-out in the production 
of farm products. Crop production 
in 1950 was the third largest on rec- 


ord and exceeded the average of the 


previous eight years, considered the 
most productive period in American 


agriculture. 





Corn 

Oats 

Barley 

Sorghums (for grain) 
Wheat 

Rye 

Buckwheat 

Rice 

Flaxseed 

Cotton Lint 
Cotton Seed 
Tobacco 

Hay 

Sorghums (for forage) 
Sorghums (for silage) 
Beans (dry edible) 
Peas (dry field) 
Peanuts 

Soy Beans 

Potatoes 

Sweet Potatoes 
Sugar and Seed 
Sirup 

Sorgo Sirup 

Sugar Beets 
Pecans 

Oranges 
Grapefruit 

Lemons 

Apples 

Peaches 

Pears 

Grapes 
Cranberries 


Beef 
Veal 
Lamb and Mutton 
Pork 
Lard 


Milk 
Butter 
Cheese 
Eggs 
Poultry 





1950 CROP PRODUCTION 


3,131,009,000 bu. 
1,465,134,000 bu. 
301,009,000 bu. 
237,456,000 bu. 
1,026,755,000 bu. 
22,977,000 bu 

.. 4,749,000 bu 
37,971,000 (100 Ib.) bags 
39,263,000 bu. 
9,884,000 bales 
4,005,000 tons 
2,035,915,000 Ibs. 
106,819,000 tons 
7,360.000 tons 
5,415,000 tons 
16,843,000 (100 Ibs.) bags 
2,979,000 (100 Ibs.) bags 
2,038,425 ,000 Ibs. 
287,010,000 bu 
439,500,000 bu. 
58,929,000 bu. 
7,078,000 tons 
10,830,000 gal 
6,383,000 gal. 
13,383,000 tons 
112,503,000 Ibs. 
111,290,000 boxes 
48,520,000 boxes 
12,500,000 boxes 
120,499,000 bu 
52,573,000 bu 
31,263,000 bu 
2,641,000 tons 
980,000 bbls 


9,242,000,000 Ibs 
1,240,000,000 Ibs 
585,000,000 Ibs. 
8,793,000,000 Ibs 
2,700,000,000 Ibs. (est.) 


120,500,000,000 Ibs. 
1,665,000,000 Ibs. (est.) 
1,173,000,000 Ibs. (est.) 
4,950,000,000 doz. 
3,980,000 QW Ibs. (est.) 








The record of farm production in 
1950 is important to all electrical 
wholesaler salesmen. It may be con- 
sidered as a milestone in the devel- 
opment of a market for elec- 
trical products. 1950 the 


placed on 


new 
Prior to 
greatest emphasis was 
making electricity available in rural 
areas. Everyone agreed that the first 
job was to bring power lines, as far 
as possible, within reach of all 
American farms. Next, the farmer 
had to be encouraged to tie in on the 
power line, set up a power distribu- 
tion system on his farm and extend 
the feeder lines to all available build- 
ings. 
The third 

selling the farmer 
equipment which he can 


part of the 
the 


program, 
electrical 
utilize to 
increase his and his 
profits, is the part which the indus- 


production 


try must tackle today 

It might be well to examine brief- 
ly the present status of the first two 
parts of the project before taking a 
close look at the third part of this 
“electrifying American farms” pro 
gram. 

At present, it is that 
about 95 percent of America’s farms 


estimated 


available to 
| 


electric service 
and most of them have start- 
The basic job that 
power to the 
practically completed. 
the end of the 
instances 


have 
them 
ed utilizing it 
of getting electric 
farms — is 
However, it is not 
program because in many 
the power lines have simply brought 
the farmer 


appliances and an electric water sys- 


electric lighting, a few 
tem. The job of heavying-up lines 
so that the farmer will have suffi- 
cient electric power available to op- 
erate properly all the electrical 
equipment applicable to his business, 
is going forward continuously. 

The second part of the farm elec 
trification program consists of wit 
ing the farms. It should be empha 
sized that failure to 
adequately can and will destroy a 
this market for 


wire the farms 
large part of new 
the electrical industry. Electricity 1s 

with 
will 


less on trial many 
farmer;. The farmer 
to be an interested buyer of addi- 
tional electrical equipment only if 


more or 
continue 
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For Selling Electrified Farming 


this new source of power operates 
the appliances and productive equip- 
ment “as advertised.” 

The power company brings elec- 
tricity to a point where the trans- 
former is located and from there 
through secondary lines to a meter, 
located either on a central pole in 
the farm yard area or on one of the 
buildings. It is at this point that the 
electrical contractor, wholesaler and 
manufacturer must accept responsi- 
bility for the development of the 
farmer as a prospective buyer of 
electrical goods. Farmers want ade- 
quate wiring but many do not know 
enough about electricity at the time 
when it is installed. 

Usually the farmer is satisfied if 
his immediate needs are met. How- 
ever, the contractor and wholesaler 
should realize that when they pro- 
vide the right size and type of wires, 
outlets of the correct size and placed 
where needed, sufficient circuits and 
controls and good workmanship, 
they are building for future expan 
sion in the use on the farm of elec 
trical equipment. 

The farmer and his wife should 
be told something about their pos 
sible immediate and future use of 
electricity, and encouraged to buy a 
wiring installation that will be ade- 
quate. 

Although the two preceding parts 
of the farm electrification program 
are important segments of this rural 
market, it is the third part 
the electrical appliances and produ 
tion equipment—that this article is 
intended to stimulate. 

The progress of farm electrifica 
tion the has 
reached a point now, where the end 


selling 


over past 15 years 
result of the program is either made 
or broken by how well the farmers 
are sold electrical equipment. 

In some ways this point has been 
reached at an opportune time for 
the electrical supply salesman. The 
national mobilization program 
present world situation has prompt 
ed the Department of Agriculture to 
cal] upon American farmers to pro- 
duce the largest crop in their his- 
tory. A tremendous output is neces- 
to supply a continuing high 


and 


sary 


civilian and military demand as well 
as heavy exports. 

It has been noted that 1950 was a 
record year for crop production. 
Farmers attained this high output 
despite reductions in acreage of sev- 
eral important crops and growing 
seasons that had many unfavorable 
aspects. The spring planting season 
was unsatisfactory throughout most 
of the main agricultural areas. Dry 
soils, insects, a severe winter of al- 


ternate freezing and thawing and 
later wet weather held up the seed 
ing of many 

The fact that the year 1950 ended 
with an excellent production record 
was due to three A pro 
longed fall season for maturing and 
harvesting crops helped improve the 
output. The composite yield per acre 


cr¢ | Ss. 


factors: 


in 1950 was the second-best on rec- 
ord. Farm mechanization and ele 


t 


‘ ; * 
trification contributed materially to 





At Dairies 
Milking 
Milk Cooling 
Water Heating 
Cream Separating 
Churning 
Bacteria Growth Prevention 
Chipping and Grooming 
Ventilation 
Protective Fence 
Bottle Washing 
Trapping Flies 


At Poultry Farms 
Brooding 
Use of Incubators 
Artificial Lighting 
Ultra-violet Lighting 
Water Warming 
Ventilating 
Egg Cleaning 
Egg Candling 
Egg Grading 
Egg Cooling 
Poultry Scalding 
Poultry Waxing 
Poultry Picking 
Poultry Cooling and Storing 


At Beef Cattle, Horses, Sheep 
and Hog Enterprises 

Brooding Pigs 

Brooding Lambs 

Protective Fence 

Shearing 

Trapping Flies 

Clipping 


In Farm Shops and Machinery 
Sheds 

Use of Utility Motor 

Wood Cutting 


ELECTRICAL EQUIPMENT CAN DO 
THESE JOBS QUICKER AND BETTER 


Battery Charging 
Paint Spraying 
Welding 

Concrete Mixing 
irrigating (Surface) 
Tool Grinding 


For Farm Crops 
Use of Portable Elevator 
Use of Fanning Mill 
Silo Filling 
Hay Hoisting 
Grinding Grain 
Feed Mixing 
Hay Curing 
Use of Germinators and Starting Beds 
Soil Pasteurizing 
Spraying 
Automatic Sprinkling 
Porous Hose Irrigating 
Trapping Insects 
Tying Vegetables 
Use of Threshing Machine 
Husking Corn 
Shelling Corn 
Cutting Ensilage 
Feed Cutting and Shredding 
Baling Hay 
Cutting Straw 


For Water Supply 
Pumping Water 


In Farm Homes 
Kitchen Duties 
Laundry Operation 
Water Heating 
Home Freezing 
Vacuum Cleaning 
Ventilation 
Controlling Heating System 
Radios, Heat, Sun Lamps, etc 
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ward overcoming many losses of 
crops. 
There is no doubt about it, the 


year 1950 emphasized the impor- ; 
tance of farm mechanization. Pow- : 


er equipment enabled producers to 
wait out long periods of adverse 


weather and still get crops harvested ~ 


and ready for market before they 
were ruined. 

Today, our nation requires an 
agricultural output even higher than 
the record-breaking levels of the 
past three years. It is obvious that 
pushing the output higher can be 
lone only if the electrical industry 
loes a real job in getting the farms 
equipped with the necessary power 
machinery, electrical tools and equip 
nent 

That the 
must 


electrical supplv sales- 
men take the 
commence an all-out selling effort in 


initiative and 


rural areas can be realized with just 
i glance at the crop production rec- 
rd of 1950. Elsewhere we present 
a tabulation of the agricultural pro- 
luction last year. Knowing that 
those bushels and tons must be in- 
creased in 1951 because it is vital 
to our national strength, and real- 
izing that this must be done despite 
decreasing manpower, the salesman 
should understand that the electrical 
equipment he distributes is the only 
answer 

Another reason electrical 
wholesale distributors should set this 
year as the time to launch an aggres- 
Sive campaign to sell the rural mar- 
ket is that farm income is on the 
rise. During World War II Ameri 
can farmers built up a sizeable cash 


why 


feserve and following the war, pur 
chased large amounts of farm ma- 
chinery. That crop production has 
been maintained at record levels is 
largely due to the that farm 
mechanization aided by electrifica- 
tion made such great strides imme- 
diately after World War II. 
Following the peak year of 1948, 
the net began to 
drop. Rural land fell off 
slightly, and naturally, the purchase 
of farm equipment slumped. It is 
loubtful can convince 
the that a certain 
will save him 
him against 


fact 


farmer’s income 


values 


that anyone 


average farmer 
piece of 
money or 


losses at a time when his net income 


equipment 


will insure 


is dropping. 

Farmers buy only when they are 
certain that they can afford it. On 
the other hand, it has been proved 


od 


THESE MOTORS are used to operate 
spray system for a large fruit orchard. 
REA photo. 


that the electrical equipment, which 
a farmer buys when his income is 
high, can and does by its perform 
influence him to stretch his 

and continue buying that 
even when his 


ance, 
budget 
type of 
income is falling 

The electrical wholesaler 
man starts off in the rural market 
knowing that the equipment he sells 
through the farm dealer and con- 
tractor will bring real benefits and 
advantages to the farmer. He also 
knows that now, when the farmer’s 
income is going up, is the time to sell 
him electrical equipment, and that 
mce he uses electrical equipment on 
his farm, it will, by its performance, 
make him a better prospect for ad 
ditional sales, 

Following the outbreak of hostili 
ties in Korea, prices of agricultural 
commodities zoomed upward. Farm 
prices were up more than 12 percent 
the end of 1950. Farm 
year is expected to advance at 


equipment 


sales- 


t 
1 
DY 


income 
this 
least 15 percent and possibly more 
Last year American farmers realized 
a net income of about $13,300,000,- 
000, approximately 6 percent less 
than the but 
higher than most observers antici- 
pated. 

Another 
the ideal time to 
ket is the existence of a 
shortage of farm labor. According 
to the Department of Labor, a short- 
age of some 400,000 farm workers 
exists today. 


It is 


previous year much 


reason why this year is 
7 ‘ r 

sell the rural mar- 

serious 


obvious that the electrical 


wholesaler salesman is face to face 
with a tremendous opportunity to 
develop a brand new market for his 
products. It’s the products that he 
distributes to farm dealers and rural 
contractors that can cut man-hours 
from farm tasks and increase pro- 
duction. 

The year 1950 is a good example 
of what mechanization can do when 
applied to the farmer’s business. 
Once again, here are the facts. It 
can be said that a major part of the 
tecord production last year was 
made possible by the farm equip- 
ment purchased after World War 
II, This year the farmers are asked 
to produce even more—16,000,000 
bale of cotton as against less than 
10,000,000 bales in 1950; 1,150,000,- 
000 bushels of wheat as against 1,- 
026,755,000 in 1950; 23.4 billion 
pounds of meat as against 22 billion 
pounds in 1950—more of practically 
every crop. 

As a matter of fact, every angle 
involved demonstrates that now is 
the time to sell electrical equipment 
to rural America. Farmers have a 
genuine need for your electrical 
products in order to supply a vital 
part of our national defense mobil- 
ization program. Farmers incomes 
are going up. Farm labor is in short 
supply. 

What must the salesman do to be 
effective in selling the rural market ? 
The salesman must know more 
about farming. He must know who 
sells the farmer and where he buys 
No one can intelligently sell the 
farmer unless he knows farm jobs 
and how electricity may be employed 
to do those jobs more efficiently with 
savings in labor, time and cost and 
to yield a greater production. 

Dealers located in rural commu- 
nities where the farmers purchase 
equipment will have to be sought out 
and shown how electrical equipment 
offers them increased business and 
larger profits. Remember that farm 
ers will buy equipment only from 
people who know him, know his 
business and how to sell him. 

Electrical contractors in rural 
areas must be urged to realize fully 
the value of selling bigger and bet 
ter wiring systems and better in 
stallations to farmers 

There are great years ahead for 
the electrical wholesaler salesmen 
who start out now to capture thei1 
share of America’s newest and big- 
gest market for electrical products. 
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CO-OPS try 


to help farmers buy 


equipment best suited for their individual needs. REA photo. 


How Cooperating With the Co-ops 


Builds Bigger, Better Rural Sales 


Learn how to cultivate rural co-ops and the people who supply the farmers’ needs 
if you want to get your share of Rural America’s $1 Billion market for electrical 
wiring installations, motorization and appliances. 


ISTORIANS say a country 

is young so long as it has 

frontiers to be pushed back, 

areas still to be explored and de 

veloped. When the last wilderness 

gives way to the city, the wation is 
mature—and stops growing. 

The last real frontier still available 

for the electrical trade is the rural 

market. But although it is the last 


By D. C. Frederick 


one. It has a 
lot of undeveloped territory, and 
full exploration will take electrical 
wholesalers quite a few years. 

This article gives a few tips on 
how to profit from this potential 
business. But first let’s take a quick 


frontier, it is a big 
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look at the market 
big it is, where it came from, and 
what kind of beads we need to trade 
with the natives 

Most people in the electrical trade 
know that in 1935 lines 
stopped just a mile or so beyond 
the city limits. Only about 10 per- 
cent of the farms in the United 
States had electric service. Now, 90 


Let’s see how 


electric 


65 





percent have it. When electric lines 
came, little businesses grew up along 
machine shops, woodwork 
ing shops, tourist cabins, and many 
others. City folks started building 


them 


homes out in the country. 

Federal had a 
lot to do with the expansion of rural 
through loans from the 
\dministratior 
and a strong propaganda campaign 
to stimulate the 
that didn’t 


For reasons that 


rhe Government 


power lines, 
| 


Xural Electrification 


powe! companies 
borrow 

REA and Con- 
1 ones, REA has 


tarmer co 


want to 


gress think are goo 


made most of its loans to 


Almost a 


everywhere in 


thousand of 
the 


try except southern New Eng 


operatives 

them operate 

land 
This 


are private business firms. The Gov 


is important: These co-ops 
ernment does not own them or run 
REA in Washington has no 
control them than the 
Reconstruction Finance Corporation 


the rail 


them 
more over 
has over Henry Kaiser or 
roads and manufacturing plants that 
have RFC loans. If you want to do 
business with the co-ops or with the 

the farmers’ 
to Washington 


where the CO-Ops 


people who supply 


Nge 
needs, don’t come 


Go to the 
have their headquarters. 
But 


erate from small towns, 


towns 


because these co-ops op 


don’t get the 


business 


just 


idea t they are small 
Their average capitalization is over 
$2,000,000. Last year they bought 
$70,000,000 worth of electricity at 
wholesale 

hese REA co-ops take electricity 
to 3,500,000 consumers. More than 
2 million of them were hooked up 
after 1945. These farm families are 
just starting to build up their ele 
trical Somebody is 
going to sell 


dollars’ worth of e 


1 
installati 


them about a billion 
lectrical merchan 


dise. 


market is growing rapidly 


] 


In the first place, new consumers 


are going nes day 


REA has ¢ 


} 
t 


every 
of loans ap 
drawn down, 


much available for new 


proved but not yet 


and half as 
loans. In the second place, the farm 


ers already getting service are in 
creasing their use of power very 


As they put in one piece of 
their 


rapidly 
equipment, they whet 
tites for the next. Unlike city folks, 


appe- 


the farmer has many ways of mak- 
ing electrical equipment pay for it 
self in cold cash. That fact keeps 
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THIS 450 kva., 3-phase substation 


serves about 1500 rural 


Near Owr 
DaANcen 
tes. eo mine 


customers. Farm 


fdmilies have steadily increased the number of kilowatt-hours used each month. 


REA photo. 


pushing the point of full saturation 
farther over the horizon. 

Proof of this comes from figures 
on the amount of power the farmer 
REA survey of the 
first 100 farm families connected by 


uses. made a 
each of 13 co-ops. At the end of the 
first full year that these farm fami 
lies had electricity, they averaged 
about 50 
Five vears later the average was 100 


kilowatt-hours a month 


kwh. In another five vears it was 


250 kwh 


Increasing rate. 


and still climbing at an 


To deliver all this power, the co 
yps have to provide more and bigger 


wires and transformers. Their first 


lines were designed to deliver an 
average of 75 to 100 kwh per fart 
| 


Extensions now being built 


signed for 250 to 500 kwh 
Ofe 


have had to 


urse, the original 


be ¢ ymplet ly 


systems 
t rebuilt 
heavied up.” Last vear the 
spent about $100,000,000 for system 
are 
yhase or rapidly be- 


likely to 


co-ops 


improvements. Backbone lines 
either already 3-pl 


ing converted; wires are 


be No. 2 oT No. 4 


] t 


Cast 


The co ops buy 
transformers at as large as 3 
kvs, and 25 kva is becoming a rather 
Oil breakers 


ire almost standard equipment 


common size. circuit 

lhe farmers already have taken 
great strides from the old days of 
No 14 New 
is stretching out to all the 
No. 12 
Load 


instead of 


bulbs and wire. 
wiring 
outbuildings. wires, 


No. 10. 


breakers 


farm 
sometimes centers 


have circuit 
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fuses, and a dozen circuits lead out 


from them instead of two or three. 
circuits feed 


pumps, fans, welders, motors by the 


These water heaters, 


thermostats, control 


refrigeration 


score, equip- 


ment, machines of 


many kinds—and every other kind 


of equipment known to the indus 
try plus a few new ones the farmer 
is inventing 

\ll this adds up to a tremendous 
amount of business, th now and 


Now, how 


share 


for a long 
you go about getting your 
its 

The 
quainted with 
trol the busine 

A co-op is just 


iness firm, except th: 


hrst is to get ac 


1 
who con 


like any other bus 
Board of 
Directors is a lot closer to its day 
-day operation > directors hire 
all the other 


The m T 


the manager, wl 


employees can buy 


small orders on his own responsibil- 
ity, but big ones require Board ap- 
Usually the B 


heavily on the 


proval vard leans 


manager’s recommen 


ats hes ‘ , } ’ , tty . 
dation; but even then nes 
1 


they want the salesman to do his 
stuff at an 
The 


worked 


evening Board meeting 


manager probably once 


for a commercial power 


company as a man or rural de 


velopment man; but one of the best 
REA managers used to be a music 
teacher, another was a professional 
baseball player, and lots of good 
managers were county agricultural 


agents. 
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CO-OP groups recognized early the advantages of using fans to cure hay in barns. 
Wooden ducts through which air is blown can be seen in the foreground. 


REA photo. 


Co-ops directors make their living 
by farming. They get no salary from 
the co-op. They are conservative, 
careful with their own money and 
with the co-op’s as well. They do not 
understand technical terms, nor do 
they want to understand them. They 


salesman to sell his goods 


want the 
in terms of dollars and cents saved, 
in more electricity delivered. Their 
considerations go beyond the factor 
of initial cost: in their own farming 
operations they have to buy long 
term dependability, and they want 
it for the co-op property also 


The some materials 


} 
co-ops buy 


and 


direct, especially transformers 
Most of 


items 


sectionalizing equipment. 


them handle at retail small 


like light bulbs and fuses, and many 
carry other But 
only a few handle major appliances 


wiring materials. 
Running a power business is enough 
for them 

In addition to what they 
these co-ops control a lot of busi 


buy, 


ness in which they are not a direct 


party. Construction materials used 
by their contractors has to come up 
to the Board’s standards. The appli 
ances which the farmer buys will be 
influenced a great deal by what the 
co-op says, or fails to say, about 
them. 

It is easy to get acquainted with 
the REA co-op family. The Rural 
Electrification Administration at 
Washington, D.C. will 


of borrowers, in any State or group 


send a list 


of States, to anybody who asks for 


it. From that list a salesman can 


make up a special itinerary, or hit 

special stops into his regular route 

\ card or telephone call ahead is 

usually a good idea, for the manager 

Washington push 
| 


loan, attending 


may be away in 


ing through a 


new 


a meeting at the State capital, « 


miles away at the far end of 


system supervising construction 


running down radio interference 
When you get to the co 


op othice, 


find out all you can about what the 


cO-Op 1s going to need in your line, 
now and for the next few years 


iil 


If you ac- 
quainted with the electrification ad- 
That may be a man or a 


woman, 


sell appliances, get 


viser. 


and he or she exerts an 
enormous influence on the farmers’ 
buying habits. The the 


job is to help the farmer use elec 


purpose of 


tricity effectively. The electrification 


adviser is usually the editor of the 
Co-op newsletter, from which the 
that them 


addition, the elec 


farmers get ideas send 


out shopping. In 
trification adviser is the 


main con 


tact between the co-op and the local 


dealers 

The electrification adviser has a 
great deal to say about an arrange 
ment that often reduces the farmers 
sales resistance to the vanishing 
REA will lend the 


finance the 


point. co-op 


money to farmers’ put 
chases of electrical merchandise. The 
individual farmer buys whatever he 
wants from any dealer, pays what 
usual or re 


for the 


ever down payment is 
quired, and signs a contract 
balance a period of months, 
usually at 4 percent simple annual 


Che 


over to 


over 


dealer endorses this 


the 


interest. 


paper (with re 


co-op 
course) and gets cash for it. 


Like 


REA co ops have their own trade 


every business group, the 


terminology. These loans to finance 


appliance and wiring purchases are 


called “Section 5” loans. Some co- 


ops do not have them, partly through 


inertia or failure to re: 


advantages Even 


has 


CO-OP people are great ones to attend meetings. The wide-awake salesman will 
keep a record of these meetings and show up at the right time and place. 


REA photo. 
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Want More Rural Business? 
Here’s How To Go After It. 


1. Get a list of REA co-ops in your area 
from REA, U. S. Department of Agri- 
culture, Washington 25, D.C. 

2. Call on the co-ops to get acquainted. 

3. Make the acquaintance of the man- 
ager, who is the key man, and the 
electrification adviser. 
Find out about the availability of in- 
stallation loans. 
Make sure the local dealers are on 
their toes. 
Attend statewide co-op meetings. 
Keep informed on special campaigns or 
programs. 
Be sure local schools have electrical 
equipment and teach electrical meth- 
ods. 
Use sales arguments which are positive 
and simple. 
Be pleasantly persistent. 











may not be aware of the fact or of 
its importance. Salesmen can do a 
little missionary work here. 

Co-op people are great ones to at- 
tend meetings. Most States have a 
statewide REA co-op organization, 
usually with a full-time paid man- 
ager. These statewides hold meet- 
ings, once a month or once a quar- 
ter. The meetings last one, two or 
three days. Almost all the managers 
attend them, and managers 
bring a Board member or two. The 
wide-awake salesman will keep a 
record of these meetings and show 
up at the right time and place. 

In connection with these meet- 
for it can assure placement of scarce 
makes them easier on the expense 
account. Instead of each salesman 
having a fully stocked “hospitality 
room,” they chip in ten bucks or so 
apiece into a pool, and the group 
(listed on the program as “Ped- 
dlers, Inc.’’) throws a buffet supper 
for the meeting delegates. From that 
supper the co-op people go to mod- 
est individual displays, or just sit 
down with a salesman in a corner 
of the lobby and transact business. 

These state groups put on short 
training courses several times a 
year for the co-op electrification ad- 
visers. Specialists from REA and 
the State colleges give instruction 


most 


in such subjects as wiring, motors, 
laundry equipment, lighting, and, 
since the emergency, in maintenance 
and repair of electrical appliances 
These training schools, which last 
two to five days, give an enterpris- 


ing salesman a chance to demon- 
strate his line to people who are go- 
ing to influence a lot of retail sales. 

While he is at the co-op office, 
the salesman ought to find out about 
plans for heavying up the system, 
and for any campaign for reinspec- 
tion of farmstead wiring. Either 
one opens up sales possibilities. Sys- 
tem improvements permit farmers 
to add equipment which the lines 
might not have accommodated be- 
fore; reinspection almost always re- 
sults in substantial purchases of 
wiring materials 

The co-ops are trying to help the 
farmer buy the equipment best 
suited to his particular individual 
needs. They want him to buy good 
equipment that will be trouble-free 
for a long time. They also want to 
be sure that repair and maintenance 
service is available, and that the 
dealer who sells the equipment will 
stand behind it. They help the local 
dealers find and close business, but 
the dealers have to cooperate too 
You can do a lot to bring the deal 
ers and the co-op together. 

Up to just a few years ago, most 
farms did not have electricity. 





3,500 
AVERAGE ANNUAL KWH 
CONSUMPTION PER FARM 
FOR 1300 FARM CONSUMERS 
CONNECTED IN 1937 AND 7 
1938 


; 


Nm 
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12) 
1937 ’39 4) 43 a5 47 
Years 


‘Data are for 13 Cooperatives in North Caro- 
linc, Montana, Oklahoma, Nebraska, Indiana, 
lowa, North Dakota, Ohio, Missouri, Minnesota 
and Illinois. One hundred farm consumers were 
random selected from among the earliest connec- 
tions of each of the 13 Cooperatives. 

SOURCE: Economic Staff, A & L Division, REA 
April 1950 


Farmers are using more electricity each 
year. To use so much they have to buy 
electrical goods in large quantities. 


Therefore the schools that taught 
young people how to live and work 
on the farm taught non-electric 
methods—coal or kerosene brooders 
for chickens, tractors for running 
the feed grinder, and used an old 
wood stove for the home economics 
classes. 

But things have changed now. 
The children will use electrical 
equipment when they take over the 
farms. Schools ought to teach elec- 
trical methods, and use electrical 
equipment in the teaching. The 
salesman might profit from a stop 
at the Superintendent of Schools 
office to work out a deal for keep- 
ing up-to-date models in the schools. 

In selling rural people, salesmen 
have to remember that they are no 
different from folks in the city. But 
they are keenly aware that their 
electric service came to them through 
their own efforts, and that it is an 
essential working tool in their busi- 
ness. 

They want to be sure 
get their money’s worth. They do 
not want to know what is wrong 
with your competitor’s product; 
they want to know where yours is 
superior. They are susceptible to 
entertainment, but don’t try any 
fancy deals to feather their indivi- 
dual nests. They pride themselves 
on their honesty—and, besides, REA 
headquarters will make life miser- 
able for anyone who gets caught in 
such a deal. 

The manager is the key man. 
Next to him in one direction are 
the Board members, the engineer 
and the contractor who do the co-op 
work. Next to him on the other 
side are the electrification adviser, 
the line foreman and the local 
dealers. 

For a long time there has been 
pretty stiff competition between elec- 
tricity and bottled gas for cooking 
on the farm. It is not hard for 
proponents of electric ranges to win 
out in almost every area. The for- 
mula has been proved over and over 
again: All you have to do to beat 
bottled gas is to get out and sell 
electric ranges. The only reason gas 
has made such progress is that too 
are order- 


that they 


many electrical dealers 
takers, not salesmen. 

The same thing is true in all parts 
of the rural electric business. There 
is a lot of business to be had. But 
if you want to get the business, 
you’ve got to make calls. 
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Salesmen Who Want Rural Business 
Must Build Up Rural Contractors 


Seeing in the medium 
and small sized rural 
electrical contractor the 
best approach to the 
farm business, Salt Lake 
City wholesaler S. Y. 
Lakin, partner of United 
Electric Supply Co., and 
salesman L. H. Borlase 
spot the best and build 
them into good accounts 
through personal service 
and cooperation. 


As told to 


Howard J. Emerson 
Pacific Coast Editor 


HE salesmen of an electrical 

supplies distributor who has 

some or most of his customers 
in a rural area has a dual responsi 
bility during this period of military 
and industrial mobilization. He has 
the responsibilty of helping develop 
the use of electric power in increas 
ing agricultural, dairy and meat pro 
duction not only to aid the mobiliza 
tion effort with an adequate supply 
of foodstuffs, but also to keep his 
own and his wholesaler’s volume at 
a profitable level under a situation in 
which most of the electrical supplies 
will go out on priority orders. 

To develop this rural business, 
any distributor’s salesman with such 
opportunity in his territory must 
know where and how to serve the 
particular outlets that serve his 
farm market. This situation differs 
from section to section throughout 
the country, varies with the type 
of agricultural production, with 
the size, prosperity of the farmers 
and their location irom urban cen- 
ters. The salesman must know in 
his area whether one or all the out- 
lets must be cultivated and served 








FUTURE BUSINESS—Borlase, Wall and ranch foremen study distribution system 
which Wall installed with materials from United. Five separate 60-amp., 220-volt 
circuits replaced previous single, overloaded 60-amp. circuit which also served 
the house electric kitchen. 
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retail 
houses which dk 


i 1 
branches 


ing, the farm i 


edium and 
ntractors 
individually 


ural contractors 
Ives and as 
ition ettort, 

H Borlase, 


“lectrical Sup 


Charles 
his own 26 year 

plies selling exper 
» 


ience, Borlase is averaging a $25,- 


000 a month volume from such con- 
1 
+} 


tractors in the agricultural, dairy 


1 
t aS 
stoc} S 
toc aising 


Even before Borlase took over 


this territory for the United in 1946, 


ing apparat 
WESCO, S 


following 20 years se u 
and , It 


supplies 


i 
Lake (¢ ity, and Ss predecessor, the 


Tnited 


had looked to this market as 


owners of Electric Supply 

an im 

portant adjunct to the business ob 

tained from the 

Salt Lake City and Ogden metro 
, 


politan area. Behind 


ughly industrialized 


this approacl 
rural 
have been the ideas of S. Y 


to » selling of the 


market 
Lakin, 
present president and sales manager 
of United, than 20 


years of supplies selling experience 


who has more 


in the intermountain area 

Mr. Lakin believes that the med 
ium and small rural contractors 
not only can be a profitable market 
for the electrical supplies distribu- 
tor, 
to be the most practical way for 
to the 


but that they are what seems 


carrying farmer ideas and 


methods of utilizing more electrical 


power for both his production and 


home use. 
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BUILDING a profitable farm business by developing the rural contractors as a market 
for electrical apparatus and supplies in this team of—S. Y. Lakin, president of United 


Electric Supply Co., 


farmer’s demands for 
ire regular but the 
relatively 


1 
sdier 

rural business 
into two general 


The 


rroundi 


ing 
counter mer- 
ther goods 
their own 
does most 

ring a journey 
when h the occasional 
found in al 
unity in 
| 


eighborhoods of 


tyr 


type 
ae 


most every the na 


esse! 
electrical market, 
is the electrician who works out of 
his } 


is home, using his garage or his 
barn as a shop. He 


side street in a rural community, he 
be miles from 


may be on a 


may be 
} 


town. He may 


Operating a subsistence farm of 


hi 


us Own, a garage and auto repair 


shop, or he may be the glorified 


ie area. But he is a 
] 1 
l 


1 


handyman of t 


the selling ot electrica 


the farmers reg- 


him for a 


amount of their electrical work 
Che 


great 


electrical 


distribu 


Salt Lake City, left, and salesman L. H. Borlase. 


tor can’ 
habits, 
these me 
tractors 
and 
stallati 
same tu 
ume 
supplies 
“Knowl vy 
contract 
profitable 
market is 
“but going out 


business demands 
special ffort 


wholesaler. The 


tions and 
management 
ho ; a 
TROL 9 t POTHTCICS 


wholesale 
its inventory 
the 
material 
tractors. But 


serve 


program 
the sale 
ting, 
the 


ily must 


lee of th 


1e€ 
hey must 
1 of those 
trical uses,” 


must 


salesmen 


street 
ct even the smallest 
1: } . 
ve him personal ser- 
r the 


the 


size of the 
service is re- 
ques*te d 


\s L. H 
United's 


Borlase is regarded by 


management as_ ideally 
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SERVE THE RURAL MARKET 


PERSONAL service and personal attention is the keynote of United's office and city INVENTORY to fill special needs of 


counter. President Lakin, whose desk is only 10 feet from the counter, can be called 
over, as above, right, to discuss a product or a problem with a contractor-customer. ined by 


to selling the rural market, 
let’s see how he puts the policies 
and ideas of Lakin into practice 
in the field 

3orlase is on the road 
days each week, covering an area 
larger than many states. He aver- 


ages 20 calls a day, making about 


y 


i 
2 calls a month on each of his cus- 


tomers. He routes his calls so that 


he arrives within 15 minutes of the 
same time on every weekly or 
monthly visit. “The small contrac- 
tors appreciate my being on time,” 
Borlase reports. “Few have office 
personnel, practically none has any- 
one who can order for him. Most of 

‘ir profit comes from the charg 

their own labor—so every m1 

means money to them. Onc 
a while a customer will be 
on a job just when he expects me 
then I find a note tacked to the door 
telling me where to find him so he 
can place an order. Some of these 
smaller contractors may not buy 
more than $150 worth of supplies 
a month, but they want and expect 
a call. 

“While my records show that | 


pick up an order on 90 percent of 
my calls, the orders during my visit 
by no means represent the total 
volume from these contractors. They 

the phone when they need sup 
plies in a hurry—and thanks to 
our good telephone order men, Jay 
and Charlie Searle, they get good 
service. And between my calls they 
mail in orders. But the personal 
visits with them are necessary be 


the farm electrical market are exam- 
Borlase and Lakin 


UNDERSTANDING of the rural contractors needs by United's telephone order men, 
brothers Jay and Charles Searle, assures that customers will get the same personal 
attention when Borlase is out in the territory. He keeps them up on customer's 
problems. 


RURAL contractors will get rapid delivery from United's shipping department 
regardless of the size of the order. Borlase works closely with chief clerk Vaughn 
Hansen, seated, whose department achieves overnight delivery anywhere in the terri- 
tory for most orders. 
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PERSONAL contact with rural customers like Mr. Wall, right, is possible because 
Borlase schedules calls so customers will know when he is coming. United sells 
large volume of counter goods, fixtures as well as construction materials to these shops. 


ON THE ROAD 4 to 5 days a week, 
Borlase makes about 20 calls a day. 
Here he prepares to cal! on E. Wall. 


RURAL wiring problem facing con- 
tractor Wall brings out Borlase’s book 


MAINTAINING friendly contact with the rural contractors, as here with Mr. and 
Mrs. Wall while checking Wall's stockroom for items needing replacement, is a tech- 


of specifications and worthwhile advice. 


cause it establishes that personal 
contact which makes for confidence 
and builds continuity in buying. 
“These rural contractors must 
get this personal attention. In the 
first place they are always bumping 
into jobs of a type they never han 
dled before or which require pro 
ducts which they have never used. 
They 
the product knowledge from the dis- 
tributor’s 
time, on my visits with these 


expect to get the advice and 


salesman. At the same 
con 
tractors I get a chance to hear about 
the jobs on which they are working 
or which are scheduled. While the 
contractor may not have felt that 
he needed any help with the job 
and that he knew enough about the 


1 


pr xlucts going 


4 
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nique important in holding the business of these customers 


chance to show him how the job 
better or show him 
other products that can be used 
When that can be done, the farmer 
customer will get a better job and 


can be de yne 


the contractor may have a job that 
will bring him a better profit and 
build up his reputation. 

“There is 


always the need on 


these calls to show the contractors 
the products or models of apparatus 
which are new or which have been 
used with other 


success by some 


contractor in the area recently. This 
‘Ips keep the 


contractor up to 
meet de 


ind ready either to 


1 


we miaced 
are place 


up 


s orders 


ELECTRICAL WHOLESALING 


from the rural 


wire, 


contractors are ior 
service 
into 


cable, switches and 


entrance equipment that go 
their routine farm wiring jobs. The 
rest of the orders are for a 
variety of apparatus that is needed 
to fill the peculiar needs of the farm 
Bor- 
lase’s personal attention and service 


wide 


These are the orders where 
to the contractor pay off in extra 
dollar volume, and it is where his 
experience and his willingness to 
help the small contractor contribute 
to the better electrification of the 
farms. 

“Tt is not unusual for a contractor 
to want a problem that 
country,” says 
Borlase. “ it will be necessary 
ere with him. While the 


advice on 


is miles into the 
to go out 
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AND PERSONAL SERVICE KEEPS THE CONTRACTOR BUYING 


ON LOCATION. When contractors need his help, Borlase 
willingly goes out to the job with them. Borlase and contractor 


eventual order may not warrant the 
time and cost, it is the obligation I 
have to that customer to help him 
stay in business and build his repu- 
tation. He always knows he can get 
such help, and in return he looks 
to us at United for his supplies.” 
Sometimes what may seem like a 
routine call for may turn 
into either an immediate or 
range profitable sale of goods 
is the unknown quality of the 
market. 
Called by a 
for advice on 


advice 
long 
such 
farm 


Idaho 


customer 


contractor in 
where his 
could have a particularly large ir- 
rigation motor rewound, Borlase 
decided to find out 
burned. With the contractor 

the farmer he found that it was just 
another result of the 
“three-shot breakers” 
utility to throw back 
when a bird had shorted the high 
lines. After the momentary break 
in power, motor started up 
the pipe was full of 
overstrain twisted the 
and burned the motor 
3orlase’s knowledge of a relative- 


why 


so-called 
used by the 
the power 


the 
again while 
The 
pump shaft 


water. 


ly new time delay starter that would 
not let such a motor start until the 
pipe was empty, was a solution that 
would save the farmer costly burn 
outs, Borlase’s solution brought a 
profitable installation job for the 
contractor, a money-saving installa- 
tion for the farmer and a nice order 
to United 

It is odd, but true, that where the 
utility, the farm bureaus, the con- 


PLANNING 


further expansion means 


Foremen S. H. Holgate and Glenn Hill accompany 


studying the 


Wall stop at distance to study arrangement of various build- 
ings in relation to recently installed distribution system. 


loads regularly being used. 
Borlase and Wall as the latter 


shows where he put in compressor for meat and milk cooling and pumps and controls 


for milking machines. 


and the distributors have 
to put effort into getting a farmer 


to make electricity, 


tractors 


more use of 


once he has it his biggest demand is 


to get the equipment that will keep 


that electricity doing its job. As a 
result, a big item with United is 
supplying rain-tight wiring devices 
which will replace an earlier instal- 
which the farmer 


lation in econ- 


omized with the cheapest available 
installation 

Another type of equipment which 
Jorlase and United are finding ac 
ceptable among the rural contractors 
and their farmer customers is the 
motor starter that 
fore a voltage drop burns out the 


will kick out be- 


motor. Voltage drops, particularly 
t 


near the ends of highlines are the 
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burn-outs in that 
1 


been loading 


prime cause of 


area. Farmers have 


their lines faster than any but the 


] 
supply 
transformers to 


largest utilities can the 
proper pole 


keep up the voltage 


line 


Borlase’s selling efforts to these 
reach 
long 


backing 


rural contractors could not 
their degree ot success over a 
period without having the 
of a wholesaling house that is set 
up to handle that type of order and 
which offers the same personalized 
attention that Borlase 
the field. Lakin, in 
his overall management of sales, has 
with 
partner Critchley so that the house 


service and 


must give in 


organized United in company 


and the salesmen work as a team. 


This reporter knew that Stan 
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Lakin was at his desk the dav he 


called—Lakin as well as Critchley 
could be seen from the street ; 
they sat at their desks about j 
from the door and 10 feet 
city counter 

high partition 

Irom 


ith us. 
1s business, 
he expects to be respected 
businessman,” Lakin states. 
small contractors, whether 
rural, drop in at United, 
ind no barriers that would 
is special people warrant- 
loors and secretary rou- 
We are business men such as 
give them the same 
we expect on visiting 

home.” 

is not unusual to see a con- 
tractor-customer walk into United 
wave “hello” and parade back into 
the warehouse and pick out a variety 
of standard goods and bring them 
counter. Or he may go 
a counterman to look 
over the racks as his order is filled, 


: . 4 


a few things that he 


forgot to list HIGH INTO LOFT of barn, the wholesaler’s salesman and the contractor consider 

majority of the contractors protective equipment for motor of hay loader, Motors, motor controls, protective fusing 

rural areas seldom or never get are large part of United's farm business. Salesmen must know farm equipment 
Lake City except on a _ operation. 

Suppl 


at a distance 


\ 


k and personal 
f the order 


schedule 

received up 
xcellent trucking 
intermountain area 
oO any contractor in 


territory by noon 


} 
V salesman 


three 


increased nearly 


Is billis n the rural 
riod. And at 
+} me ti > ar | » } on | ine 
he same time the ne been doing 
a service to the area in building the 
strength and stability of the rural 
contractors and in contributing to — ie : ; : ‘ de é : 
ee BP gt A ARO CE HEADQUARTERS of United Electric Supply Co., Salt Lake City, Utah, a firm 
better electrification and the re . s 2 : 
; ; which supplements its sales to the industrial and commercial market in the city with 
higher production capacity 


a profitable volume from the outlying farm areas. 
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WALL FAN-HEATER 


This wall fan-heater is mounted on the wall 
by using brackets equipped with a sponge- 
rubber adhesive that fastens to the surface 
of the wall. The unit is shown above being 
used as a hair dryer, one of four possible 
applications for which it was designed 
According to the manufacturer, the unit may 
also be used as a heater, fan and clothes 
dryer. The unit operates on a 115 volt a.c. 
current only and has two speeds 


@ DISTRIBUTOR'S POTENTIAL MARKETS: 
Electrical dealers, department stores and 
hardware stores. Fresh’nd-Aire Co., 221 North 
LaSalle St., Chicago 1, Ill. 





PLUGS AND CONNECTORS 


Allowing the use of any standard size BX 
connector fittings, these conduit type plugs 
and connectors permit cables to lie adja- 
cent to mounting surfaces so that conduits 
and cables can run close to machines and 
other industrial equipment. According to the 
manufacturer these plugs and connectors are 
ideal for limited space requirements and af- 
ford extra safety in preventing lengthy cable 
from lying around the shop or plant. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial buyers. 
Russell & Stoll Co., Inc., 125 Barclay St., 
N.Y. 


PORTABLE MACHINE LIGHT 


Featuring a permanent magnetic base for 
instantaneous attaching with a 50 pound pull 
to flat or curved metal surfaces, a portable 
lighting unit comes equipped with 6-ft. of 
plastic oil-resistant cord and a bracket as- 
sembly mounted on a ball stem. The bracket 
assembly has a socket clip which holds an 
electric light socket capable of accommodat- 
ing either a 25 or 40-watt bulb. A light 
shield measuring 4-34” is included. The unit 
can be plugged into any 120 a.c.-d.c. outlet. 


@ DISTRIBUTOR/S POTENTIAL MARKETS: 
Commercial and industrial buyers. Hardware 
stores. Enco Manufacturing Co., 4522 W 
Fullerton Ave., Chicago 39, Ill 


EXTENSION LIGHT 


This new model extension light incorporates 
fully continuous swivel action, permitting 
hand-lamps or other devices to be used any- 
where in a 50-foot circle without cord tang- 
ling or current interruption. It is rated at 
10-amps.-250 volts. New positive action 
holds cord at exact length desired, and cord 
is automatically retracted when job is fin 
ished. Available accessories include six types 
of hand-lamps, a machine tool connector 
body, and a key socket. A vaporproof model 
is offered complete with vaporproof hand- 
lamp attached 

@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Commercial and industrial buyers. Appleton 
Electric Co., 1701-59 Wellington Ave., Chi- 
cago 13, Ill. 
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MERCURY LAMP REFLECTOR 

Designed for mercury lamps, this fixture has 
an Alzak aluminum reflector, lampholders, 
drop guards, wire connecting boxes, and 
heavy duty hanging loops. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial and insti- 
tutional buyers. The Edwin F. Guth Co., 
St. Louis 3, Mo 


CIRCUIT CONVERTER 


A multi-pole circuit converter, measuring 
only 23%4 x 234 in., provides instant cir- 
cuit conversion without additional parts. This 
is possible by means of reversible contacts 
Other features include simplified panel 
mounting and reduced installation and main- 
tenance time. Unit is produced in 2 to 8 
pole types for requirements of 6 to 600 
volts a.c., and 6 to 230 volts dic 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electri.al contractors and industrial buyers. 
The Arrow-Hart & Hegeman Electric Co 
103 Hawthorn St., Hartford 6, Conn 








INDUSTRIAL FAN 


Available in six sizes, in three speeds and 
one speed models, a fan has a flexible ar- 
rangement which permits the head assembly 
in the cradle mounting to move in two com- 
plete circles, vertically and horizontally. It 
has a pull-chain switch that provides speed 
regulation and plug-in power. The fan's five 
blade propeller is molded of aluminum alloy 
while the fan guards are chrome-plated. 
Heavy duty motor requires no maintenance 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Industrial and commercial buyers. Roto-Beam 
1755 North Keeler Ave., Chicago 39, Ill 


A 


FLUORESCENT FIXTURES 


Wired for 120 volt, 60 cycle, a.c. operation 
this fluorescent fixture accommodates two 
semi-direct slimline lamps. It is one of 
seven models in manufacturer's ‘‘Dread- 
naught” series and adaptable for either flush 
or suspension mounting. Approved by Under- 
writers’ Laboratories, the fixture is 95%4.¢-in 
long and 5-in. high by 7-in. wide. 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical contractors. Commercial and insti- 
tutional buyers. Metalcraft Products Co 
Inc., 306-308 Cherry St., Philadelphia 6, Pa 


A 


MAGNETIC STARTER 


Available in sizes to 5 hp., 220 volt a.c. or 
7% hp., 440-550 volt a.c., this magnetic 
starter is furnished with dual voltage coils, 
with or without built-in pilot controls, and 
in general purpose or water-tight enclosure 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical contractors. Industrial, commer 
cial and institutional buyers. Furnas Electric 
Co., Batavia, Ill 


ELECTRICAL TAPE 





Packaged in attractive black, orange and 
white containers, this new line of plastic 
electrical tape is available in single roll metal 
cans and five roll cartons. The single roll can 
contains one 60 foot roll of plastic tape 
while the five-pack carton contains five 30 
foot rolls. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical dealers and electrical contractors. 
Plymouth Rubber Co., Canton, Mass 


FLOOR POLISHER 


Adaptable to any tank or tube type vacuum 
cleaner, this floor polisher utilizes the 
stream of air from the cleaner to turn a 
turbine-like mechanism to rotate the pol- 
ishing brush. Rubber bumpers protect furni- 
ture and walls while the polisher is being 
used. According to the manufacturer, it can 
be used as a scrubber, cleaner and waxer 
Polisher is made of die-cast aluminum and 
comes complete with brush, lamb’s wool pad 
and side handle for use when unit is used by 
hand. 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical dealers, hardware stores and de- 
partment stores. Beal Speed Polisher, Inc., 
4707 S.E. 17th Ave., Portland 2, Ore 








SOLDERING UNIT 


Featuring a choice of 24 heat rates and 
adaptability for either precision or heavy 
work, a resistance-type soldering unit re- 
quires a 115 volts, 60 cycle current supply. 
The tool weighs approximately 25 pounds 
and is completely self contained with no 
ground clamp or fixture required. It is rated 
at 450 watts and has a carrying strap. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Commercial and in- 
dustrial buyers. Wasserlein Manufacturing 
Co., Inc., P. O. Box 1421, Joliet, Il 


A 


FLUORESCENT DESK LAMP 


Finished in oven-fired bronze or in gray, this 
fluorescent desk lamp takes a standard T-8, 
15 watt fluorescent lamp. Attached to the 
shade is a 36-in. double-arm extension which 
has a spring-controlled swiveling device that 
permits easy adjustment to any position. Lo- 
cated on top of the shade, which has a turn- 
ing range of 360 degrees, is an automatic 
starter that turns the lamp on. The lamp 
operates on 105-125 volts, 60 cycles, a.c. or 
may be furnished for direct current. Lamp is 
approved by Underwriters’ Laboratories. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical dealers. Commercial and industrial 
buyers. Department stores. Art Specialty Co., 
3245 W. Lake St., Chicago 24, Ill 





GROUND CLAMP 


Fitting either water pipe or ground rod, this 
ground clamp has a specially-shaped bottom 
section which may be installed either side 
up. Ground connections may be made to pipe 
ranging from Y%-in. to 1-in. diameter, and 
likewise to rods from 3-in. to 1-in. diameter. 
The clamp is made of heavy cast bronze. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Commercial, industrial, 
institutional and rural applications. H. B. 
Sherman Manufacturing Co., Battle Creek, 
Mich. 
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BUZZER 





With an overall size of 159” by 1%” by 2”, 
and a weight of 14 ounces, this buzzer oper- 
ates on from 6 to 48 volts a.c. or d.c. Ac- 
cording to the manufacturer, this buzzer may 
be used as an audible-tone signal in aircraft 
or electronic instruments. It is equipped 
with phosphor-bronze springs and pure hand- 
drawn silver contacts and provides variable 
volume and pitch by double locking adjust- 
ments, 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Industrial buyers. Auth Electric Co., 34— 
20 45th St., Long Island City 1, N.Y. 


A 


OUTDOOR SERVICE EQUIPMENT 


Consisting of magnetic circuit breakers as 
well as receptacles in one compact unit, the 
special purpose unit pictured above was de- 
signed by the manufacturer for construction 
work and other jobs where portable tools 
are used. Temporary circuits for such ap- 
paratus as drills, sanders, compressors, pumps, 
motors, floodlights, etc., can be established 
by plugging in the equipment to the outlets. 
This equip t is ilable with one to four 
fully magnetic breakers in combination with 
one or two receptacles. Ratings are supplied 
up to 50 amps. each in any combination. 
The unit is enclosed in a corrosionproof 
steel housing. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial and com- 
mercial buyers. Builders. Heinemann Electric 
Co., Trenton, N. J. 





ATTIC FAN with built-in suction box measures approximately 3 feet square and 
projects 17'4-in. above attic floor. No screws or bolts are required to hold it in 
place as fan, motor and suction box are all in one unit that rests on attic 
floor. Robbins & Myers, Inc., 387 S$. Front St., Memphis, Tenn. 


ELECTRONIC PIPE THAWER______ 


For thawing out frozen water pipes that are 
either underground or imbedded, a pipe 
thawer can be plugged into any 110-220 
volt, 50/60 cycle outlet. It comes equipped 
with 40 feet of heavy duty secondary output 
cable, 10 feet of power cord with plug at- 
tached, and simplified operating instructions 
Included in the specifications are two heat 
control taps ranging from 200 to 500 amps. 
Also available is a special soldering, brazing 
and heating attachment. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Commercial, industrial 
and rural buyers. Trind! Products, Inc., 17 
East 23rd St., Chicago 16. LiL 


A 
TAPE RECORDER 


Portable and weighing 40 pounds, a tape 
recorder comes equipped with microphone, 
power cord, an empty reel and one spool 
of tape measuring 1,200 feet. The recorder 
features a new development in tape reels as 
loop leaders simply drop over the reel. By 
this method, the recorder operates to the end 
of the reel and then stops automatically 
without any danger of the leader slipping 
from its moorings. The machine uses five 
tubes and a rectifier in a straight a.c. circuit. 
It will record at both 334 and 7% inches 
per second, and has fast forward and fast 
reverse speeds. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Educational institutions and electrical deal- 
ers. Webster-Chicago Corp., 5610 West 
Bloomingdale, Chicago 39, Ill. 








DEHUMIDIFIER 





Powered with a '2 h.p. hermetically sealed 
condensing unit, this addition to the com- 
pany's line of dehumidifiers, according to 
the manufacturer, has a maximum 24-hour 
capacity of 50 pounds of water removal 
from the air. The unit is designed primar- 
ily for store rooms or other closed spaces 
Larger models are available for use in 
expanded areas such as warehouses. Option 
al automatic means of disposing of the 
condensate removed from the air, makes it 
unnecessary to “carry the pail” with even 
the smallest model. 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Commercial, industrial and institutional buy- 
ers. Walter Haertel Co., 2840-4th Ave. So 
Minneapolis, Minn. 
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INSIDE SALESMAN August J. Lustig (right), of Revere Electric Supply Co., 
Chicago, confers with sales manager Charles O. Stoike on a 


customer's order. 


With Top Outside Man On Inside Job, 
Outside Men Get Top Inside Service 


eloped throug! 


y 
] ugii 


ind careful study. 


i His telephone technique doesn’t 
» line ‘nd with prompt answering and a 
ider listening in it pleasant voice. It 


1 + 
a caller 15 hat 


would see: goes far beyond 
ilmost coincidental that An angry customer, for ex 
1 customer. This is because ample, is given a special treatment. 


+ 
He is first soothed and placated, 


loval following hen reasoned w sold 


I 


an inside salesman, has built 
an extremely ith, and finally 
mg purchasing and maintenance’ or re-sold, whatever the case may 
Chicago industrials, a fol 

that automatically dials Lustig’s su 


lmMper! whet 


based on a 


cess 1s 
understanding of the fun- 
: 


ipplies are needed. mentals of insid lling He 


wath Tea 
orough 


; ‘ 
Justig has been ar 
- 
Electri 


ast 15 years. Duri 


of making 
Revere h price he quotes 
. . I 
preceding 20-year period 
] 


1 Electri 


he old 
1 ; i ; 

io wholesaling i 1 DY | he size, style, model, 

salesmat ne price is 

, 

plenty 


ine - he Says. 


Though his dav’s 
includes the handling of 
long-distance telepho 


Y-Cistan | 


coming from as far west as 


i number 


\s he sees 


calls, sor doesn’t 


saiesman 


have 
Denver ( n engineering genius to know 
Texas, Lustig 1 ‘chnical products but he should be 
primarily concerned with serving in 


ind around Ch 


and as far south as 


to explain over the phone to a 
' 


spect the 


dustrial firms in omer or pri full bene- 


is 
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Ideal Inside Salesman 


This is what Charles O. Stoike, 
sales manager and secretary of 
Revere Electric Supply Co., has 
to say about inside salesman 
August J. Lustig: “Over the years, 
Augie has built up such a follow- 
ing that even though he and his 
customers may never see each 
other, they become close friends. 
Customers become so dependent 
on him that they want to speak 
only to him; some are so satisfied 
they tell us not to bother to 
send a man around.” 











offer. 


Lustig 


plays a star supporting 
role for his company’s outside sales- 
men. When these salesmen call on a 
customer that 
walk through his door with the as- 


that 


they know they can 


surance home office 


taken good care of him, that they 
won't have to spend valuable selling 
time explaining and apologizin 
errors and 
Where 
following through on emergency or 


When 


over h phone, he 


go 
g 
inethciencies 

Lustig also shine 
special 
orders 


orders these 
comes 
quickly goes into acti ‘irst he 
passes the down to the stock 
the 
the 


industrial 


order 


1 1 , 
men, next he makes sure that 


special truck is read rush 


equipment to 


plant (verseein opera 
tion, he often hz 1e order on way 


to buyer in less than a1 ur’s time. 
This sort of service insures con- 
his firm. Some- 


times it also prompts the 


tinued business 
riting of 
a nice letter, such as the one Lustig 
received February 5, stating: “Many 
thanks for prompt service in fur- 
nishing 


materials so urgently 


needed.” 


1951 








How Augie Lustig Follows Through On An Emergency Order 


] Lustig gets call from industrial customer whose produc- ©) He looks up inventory on needed items, then promises 


", tion line has been halted by an electrical breakdown. = customer that he will personally speed delivery of order 


3 Taking order to stockman Fred Hackett, Lustig points He steps down to ground floor in time to see order come 


* out to him necessity of getting shipment on way quickly. * down chute into hands of warehouseman Frank Sauerland. 





Following items next to shipping department, Lustig tells Jim Naugton, who 6 Ores is then placed on waiting truck 
will pack them for shipment, to give the order right of way over all others. for immediate delivery. 
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N.P.A. Delegation 7 


The National Production Author- 
ity has authorized 18 field offices to 
act directly on special hardship ap- 
plications for commercial construc- 
tion. 

This will enable NPA to give 
quicker decisions and thus avoid 
unreasonable hardship to persons 
entitled to relief under the construc- 
tion order, which suspends the com- 
mencement of most commercial con- 
struction until February 15, Acting 
Administrator Manly Fleischmann 
said. 

It was emphasized that only clear- 
cut cases of exceptional hardship 
will be acted on immediately. Ordi- 
nary applications for authorization 
to commence construction will be 
accepted at the designated offices, 
but no authorizations will be 
granted, except in demonstrated 
cases of special hardship, until Feb 
ruary 15, 

Hardship applications have been 
accepted by Regional Offices of the 
Department of Commerce for 
screening and then sent to Washing 
ton for decision by NPA. Mr. 
Fleischmann said criteria for mak 
ing decisions on hardship have 
been developed and key field per- 
sonnel trained to the point that ap- 
plications can now be expedited by 
acting on them in the field 

Most special hardship 
handled thus far involve construc 
tion projects which had not been 
legally commenced under terms of 
the order but actually had pro 
gressed to such an extent that, if 
halted, undue hardship and _ sub- 
stantial unrecoverable financial loss 
would be caused. 

The offices which will act on the 
special hardship applications, as well 


cases 


80 


as on applications to commence con- 
struction on certain commercial fa- 
cilities after February 15, are 13 

Regional Offices and 5 District Of- 
fices of the Department of Com- 
merce, which NPA. 

Application forms (NPAF-24) 
and information may be obtained 
from all Regional and District Of- 
fices, of which there are more than 
80 in pricipal cities, but only the 
following offices will accept com- 
pleted applications and act on them: 

The Regional Director at Boston, 
Mass. will administer the area of 
Conn., Me., Mass., N.H., R.I., and 
Vt. 

“Thé Regional Director at New 
York, New York, will administer 
the area of N. J., N. Y., and Puerto 
Rico. 

The Regional Director at Phila., 
Penna., will administer the area of 
Dela. and Penna. 

The Regional Director at Rich 


serve 


mond, Va., will administer the area 
of N.C., Va. and W. Va. 

The District Manager at Balti 
more, Md. will administer the area 
of Md., except counties in Metro 
politan Washington Area. 

The Regional Director at Atlan 
ta, Ga. will administer the area of 
Ala., Fla., Miss., S.C. and 
Tenn. 

The Regional Director at Cleve- 


land, Oh 


Ga., 


10 will administer the area 
Ky. and Ohi 
Che District Manager at Detroit, 
Mich. administer the area of 
Michigan. 


will 


The Regional Director at Chica- 
go, Ill. will administer the area of 
Ill., Ind., Wise. 

The Regional Director at Minne 
Minn. will administer the 

Minn., Mont., N.D., and 


apolis, 
irea of 


$.D 


The Regional Director at Kansas 
City, Mo. will administer the area 
of Ia., Mo. west of the western 
boundaries of the counties of Schuy- 
ler, Adair, Macon, Randolph, How- 
ard, Cooper, Morgan, Camden, Dal- 
las, Webster, Douglas and Ozark; 
and Nebr. 

The District Manager at St. 
Louis, Mo. will administer the area 
of Mo. east of the western boun- 
daries of the counties of Schuyler, 
Adair, Macon, Randolph, Howard, 
Cooper, Morgan, Camden, Dallas, 
Webster, Douglas and Ozark. 

The Regional Director at Dallas, 
Tex. will administer the area of 
Ark., La., Okla. and Tex. 

The Regional Director at Den- 
ver, Colo. will administer the area 
of Colo., New Mexico, Utah and 
Wyo. 

The Regional Director at San 
Francisco, Calif. will administer the 
area of Ariz., Calif. north of the 
northern boundaries of the counties 
of San Luis Obispo, Kern and San 
3ernardino; Hawaii and Nevada 


N.P.A. Order M-4 
(Amended) 


The National Production Author- 
ity has announced, in an amend- 
ment to its Construction Order 
(M-4), that buildings or structures 
for radio and television broadcast 
ing, plants for the primary purpose 
of publishing newspapers, and 
printing establishments operated by 
publishing companies primarily for 
publication of books and periodicals 
may be constructed without author- 
ization from NPA. 

Today’s action, NPA said, is de- 
signed to assure the greatest possi- 
ble freedom of operation to the na- 
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BRING out BUILT-IN PERFORMANCE oF motors AND MACHINERY 





PANEL MOUNTED SURFACE MOUNTED 


MAGNETIC 


—_— STARTERS 


JUST “2THE SPACE 


EASY, LOW COST ;,¢0t ¥ 
| PLU MAINTENANCE —. : 


” ~> 


Arrow-Hart Type “RA” Magnetic Starters and Contactors are designed 


with easy, low cost maintenance in mind. Because the A-H starter occupies “0 
only 2 the space of conventional starters, there’s more working room in SIZE 1 4 “esa 

the box, less space required for control panel layout. Wiring is easier, S— 
because it’s straight-thru all the way. All terminals and contacts are easy 

to reach. Terminals are front wired. Line and load wires connect at 

opposite ends. The switch itself is easily installed with three mounting 

screws. Contact inspection or replacement is readily made by loosening 

two hood retaining screws. This ease of wiring and servicing is made 

possible by the revolutionary “RA” (Right Angle) Balanced Mechanism 


exclusive in Arrow-Hart starters. 


BUY WITH CONFIDENCE PROFIT BY PERFORMANCE 


THE ARROW-HART & HEGEMAN ELECTRIC COMI'ANY, HARTFORD, CONN., U. S. A. 





BAAN PA 


INCHES SMALLER... 


EVERY INCH A CHAMPION: 


NE w@® SIZE 00 


Type CRA CONTACTOR 


The revolutionary new Arrow-Hart Size 00 Type “CRA” 
Contactor measures just 2%” x 2%" — cuts inches off any 
other contactor on the market — yet is every inch a champion! 
Take the design: from Arrow-Hart’s exclusive new “RA” (Right 
Angle) mechanism — the same which enabled A-H engineers 
to build the compact control package described on the pre- 
ceding page — to the 00’s automatic positive contact pressure 
control, this ingenious multi-pole convertible contactor results 
in big savings of space, work, time, money; assures you un- 
paralleled performance throughout its long life. 


ONLY 4 BASIC SECTIONS 


2 STATIONARY CONTACT BASE MOVABLE 
3 CONTACT 
UNIT 











7 COVER PLATE 





ar 
Here are just a few of its host of extra features: Right Angle mechanism, 
reducing size by as much as ¥% @ Ultra-functional design © Fewer 
components — reduced handling e No-twist no-rock frame e Com- 
pactness within own framework e Unit stability and rigidity ¢ Fool- 
proof, guided assembly throughout e Contacts operate in vertical 
position e Self-aligning contact action e Unusual ability to handle 
a multiplicity of circuits e Movable contact carrier e Enclosed contact 
chambers e All wiring in line and straight-thru e Mat-finished cover 
plate for terminal markings « and many more. 


ARROW-HA 











tion’s facilities for the communica- 
tion of news and education mate- 
rial. 

NPA officials pointed out that the 
construction order, M-4, requires 
specific NPA authorization before 
most types of commercial construc- 
It also prohibits 
for amusement, 
entertainment 


tion can begin. 
new construction 


recreation and pur- 
poses. 

amendment also 
out the requirement for authoriza- 
tion before any kind of office build- 
started. It 
office building as any building de- 


Ts xlay’s spells 


ing may be defines an 
signed for furnishing office space 
or office facilities whether for the 
exclusive or partial use of the own- 
er, for commercial use, or to be 
rented to prospective tenants, in- 
cluding agencies of government. 
No authorization would be re- 


quired for construction of a private 
residence, however, even though it 
would include incidental space to be 
used by the occupant for office pur- 


poses, as in the case of a doctor’s 
office situated in his private resi- 


dence 


N.P.A. Order M-4 
(Amended) 


The National Production Au- 
thority, U.S. Department of Com- 
has 
struction order to permit an increase 
in expenditures for alterations 
additions to hotels 
loft buildings. 


merce, revised its basic con- 
and 


and office and 

These buildings now may be im 
proved at a cost not to exceed 25 
cents per square foot of the occu- 
pied space in a 12-month period 
NPA emphasized that in computing 
this both actual 


and all other expenses or charges 


cost construction 
incidental to the work must be in- 
cluded in the total. 

For all other buildings, the per 
mitted expenditure for alterations 
and additions remains at $5,000 for 
the cost of actual construction in 
any 12-month period. 

The amendment provides 
that if partitions made in whole or 
in part of metal are to be used in 


= | 
aiso 


any construction project, regardless 
of size or cost, special permission 
must first be obtained from NPA. 
Applications for such permission 
should be filed of form NPAF-24, 
available in all field offices of the 
U.S. Department of Commerce. 


N.P.A. Order M-12 
(Amended) 


Revision of the basic copper con 
servation order to permit the use 
held in after 
March 1 announced by the 
National Authority, 
U.S. Department of Commerce. 

NPA that the 
amendment will permit businesses 


of copper inventory 
was 

Production 
explained new 
to make a more gradual adjustment 
to meet end-use restrictions of the 
order and will help to prevent dis- 
locations in employment. 

As revised, the order also re 
quires that 
must certify that the metal will be 
used in compliance with NPA Order 
M-12 before delivery is made. 

This 
temporarily, 


purchasers of copper 


action 
the 
tions on the use of copper tubing 


relaxes, at least 


previous restric- 


for hot and cold water systems in 
This ‘will facilitate the 
many 
homes now under construction that 


homes. 
completion on schedule of 
otherwise would not be completed, 
NPA not 


enough galvanized water pipe avail- 


said, because there is 


able. 


General Regulation 


No. 1 by E. S. A, 


Increases in salaries or 


covered by 


wages, 
other compensation 
General Wage Stabilization Regula 
tion 1 of the Economic Stabilization 
\dministrator, which require the 
prior approval or authorization of 
the Wage Stabilization Board, in 
forms of re- 
their 
employers for personal services, in- 


clude increases in all 
muneration to employees by 


cluding, but not limited to, vacation 
and 
and 


holiday payments, night shift 


other bonuses, incentive pay 


ments, year-end bonuses, employer 
contributions to or payments of in- 
surance or welfare benefits, employ- 
er contributions to a pension fund 
or annuity, payments in kind, and 
overtim«< and 


premium practices 


rates. 
Activities Of General 
Interest To Wholesalers 


¢ The National Production Au- 
thority, Department of Commerce, 
has begur. issuing authorizations for 
the beginning of new commercial 


construction projects. Applications 
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are being processed and authoriza 
tions issued through 18 field offices 

Initiation of construction 
of commercial type was suspended 
January 13 under NPA’s basic con 
struction order, M-4, and 
authorization must now be obtained 
construction may be 
The 


tions issued during the period of 


most 


specilic 
before such 
commenced. only authoriza 
suspension were in cases where un- 
due hardship and substantial unre- 
coverable financial loss would have 
resulted if projects had not been 
permitted to go forward. 
Many types of structures, rang- 
ing from office buildings and hotels 
to retail stores and garages, will now 
be authorized by NPA only if they: 
1. Will contribute to 
zation effort. 
2. Are 
health, welfare or safety. 
3. Would 


hardship to a particular community 


the mobili- 


necessary public 


relieve or prevent a 


NPA urged prospective builders, 
before applying for authorization to 
build, to carefully whether 
the not be deferred 
without detriment to either the de- 
or the 
in which it would be situated 


weigh 
project can 


fense program community 

If an application is made, NPA 
pointed out, architects and engineers 
designing the facility must give the 
fullest 
stitutes for 


consideration to sub 
critical 


keep the design simple 


using 
materials and 
Each application must be 
detailed plans 

and specifications and a list of the 
materials that would be used, NPA 
said, emphasizing that these will be 


accom- 


panied by complete 


checked carefully to assure that con- 
servation and simplification will be 
effected to 
extent. 
NPA applicants to 
} 


complete answers to all 


the greatest practicable 


urged give 
pertinent 
questions in the application form 
and to document the applications 
Application (NPAF-24) 
and information obtained 
from all field offices of the Depart 
ment of Commerce, 
NPA, in principal cities 
Applications are to be returned to 
the Construction Controls Division, 
801 E Street, NW, in Washington, 
only for projects in the Washington 
Metropolitan area. All others are to 
be returned to the field office in 


whose territory the project would 
] 


forms 
may be 


which serves 


” situated 





Axel Kahn (left in left photo), of C.E. Supply, who served as association president last year Principal speaker N. | .MacDonald, vice presi- 
receives plaque and special gift from W. O. Batchelder, retired G.E. vice president, who dent of Thomas & Betts, told group to step 
also presented plaque to Felix Van Cleef (left in right photo), of Van Cleef Bros up sales activities in 1951. 


Electric Supply Corp. table. Steiner Electric Co. table 


Westinghouse Electric Supply Co. table. Chicago Electrical Supply Co. table 
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Graybar Electric Co. table 


High spot of the recent celebration of 


Chicago Electric Week was a dinner 
meeting held at the Hotel Sherman by 
The Electric Association. The heavy 
turnout of “Windy City” wholesalers 
was an indication of how solidly they 


support their electric association. 


Kubec Electric Co. table. 


Englewood Electrical Supply Co. table. 
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Declaration of Electrical Independence” is signed by distributor 
Harry Alter, association president. The character in the cocked 
hat, etc., is A. G. Nelsen, of Westinghouse Lamp 


General Electric Supply Corp. table 


The Harry Alter Co. table 





News Notes from N.A.E.D. 


By Alfred Byers, Executive Secretary 


National Association of Electrical Distributors 





ORGANIZE DEFENSE COMMITTEE 

The N.A.E.D. Public Relations 
Committee for Cooperation with the 
Department of Defense,” authorized 
bv the Association’s Board of Gov- 
ernors at their meeting at Coronado, 
California, last October has been 
with the 
that committee : 
Peirce, Jr., Chairman, 
Inc., Philadelphia, 
Pa.; Benjamin Gross Dis- 
tributors, Inc., New York, N.Y.; G. 
| Hessler. Graybar Electric Co., 
Inc., New York, N.Y.; E. B. In- 
graham, Times Appliance Co., Inc., 
New York, N.Y.; R. M. 
sen, Johannesen Electric Co., 
Greensboro, N.C.; L. E. Latham, E. 
B. Latham & Company, New York 
N.Y.; F. E. Stern, Stern & Com- 
pany, Inc., Hartford, Conn.; Chas 
G Pyle, Executive Director- 
N.A.E.D.; Alfred Byers, Executive 
N.A.E.D. 


The organization of the Commit- 


organized following as 

members of 
W. G. 

Peirce-Phelps, 


(aTross, 


Johanne- 


Inc., 


Secretary 


tee was completed at its first meet- 
ing, held at N.A.E.D. headquarters 
on February 8th, under the sponsor- 
ship of the Department of Defense, 
Com- 
Or- 


which was represented by 
mander Clarence Cisin of the 
ganizations Branch who served as 
Advisor to the 


Association 


group. 
W. G 


Peirce, Jr., was unanimously elected 


president, 
Chairman of the Committee. 


PYLE PROTESTS DISCRIMINATION IN 
PROPOSED INCREASE IN EXCISE TAX 

Proposal to increase excise taxes 
on radio, T\ 


? 


and appliances to as 
muth aS a percent rate has been 
protested by N.A.E.D. Executive 
Director Chas. G. Pyle in a recent 
press release. Calling the proposal 
discriminatory, because only a few 
selected products of a single industry 
would be declared it 
would prove economically unsound, 
and that the required tax income 
would not be realized by the gov- 


covered, he 


ernment due to sales volume de- 
crease which the 
would bring about. 


Many people would also be unable 


unrealistic tax 


to purchase appliances essential to 
the public health and for conserva- 
tion of manpower because of a pro- 
hibitive price. Each 
been furnished a copy of Mr. Pyle’s 
release with the suggestion that they 


member has 


individually record their views with 
their own legislators in Washington. 


N.A.E.D. ADVOCATES PRODUCTION 
OF REPAIR AND REPLACEMENT PARTS 
N.A.E.D., at re- 


have advocated the 


Committees of 
cent meetings, 
adequate production of repair and 
replacement parts for electrical 
equipment and appliances, both in 
the industrial categ- 
ories, and the bolstering of distrib- 
utors’ stocks of such parts 

Recommendations to that effect 


N PA’s indus- 


and domestic 


have been made to the 


Continued on page 86) 


—— 





EXECUTIVE HUDDLE between important committee meet- 
ings of the National Association of Electrical Distributors was 
held recently at The Drake Hotel in Chicago. Left to right: 
W. G. Peirce, Jr., Peirce-Phelps, Inc., Philadelphia, NAED 
president; Benjamin Gross, Gross Distributors, Inc., New 
York, vice president of NAED and chairman of the Appliance 
Division; Charles . Pyle, executive director of the Associa- 
tion; and K. G. Gillespie, Jenkins, Wholesale Division, Kan- 
sas City, chairman of NAED’S Major Appliance Committee. 


84 


RECENT MEETING of the Radio, Television and Tubes 
Committee of the National Association of Electrical Dis- 
tributors was held at The Drake Hotel in Chicago. At the 
head of the table (left to right) are Charles G. Pyle, executive 
director of the NAED and Harry A.lter, The Harry Alter Co., 
Inc., Chicago, committee chairman. As a member of the 
Appliance Committee, the group submitted its report to the 
Association’s executive committee which also was in session 
to consider several important industry matters. 
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TO HELP YOU SELL MORE 


ELECTRIC HOUSEWARE GIFTS 


Why it pays you fo tie-in with this long-range 
industry-wide campaign to promote electric 
housewares as first choice for every gift occasion 


1 An all-occasion gift campaign will create continuous and new 
® consumer traffic for your Electric Housewares department. 


2. You get higher ticket sales. Gift buyers are not price buyers. 





4 Gift theme permits conti pr tion for any basic elec- 


* tric houseware stock. 


4 Electric Housewares as all occasion gifts supply the reason and 
® volume to make it a major contributor to overall volume. 


5. Capture dollars now spent for “frivolous” gifts. 


Build for future business by establishing a year-round gift 
© market starting now. 
SEND for Free Retail Dis- ENTER Electric Housewares 
play Kit of attractive post- Display Contest and win 
ers and streamers! awards for most resultful simplify selling! 


Electric Housewares Gift 
Window! 


ELECTRIC HOUSEWARES SECTION 


National Electrical Manufacturers Association 
New York 17, N. Y. 
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Here’s your connection for Larger Profits 
during APRIL— MAY— JUNE 


WwW 
A 


MAIL THIS 
COUPON 


TODAY 


a 


HAT YOU SHOULD DO FOR 
MOST PROFITABLE TIE-IN 


GET CONTINUOUS EXTRA TRAFFIC AND SALES 
VIA A PERMANENT ELECTRIC HOUSEWARES 
GIFT SECTION IN YOUR STORE OR DEPART- 
MENT. 

“MERCHANDISE” EVERY NATURAL GIFT PRO- 
MOTIONAL OPPORTUNITY IN YOUR PERMA- 
NENT DISPLAY AND OTHERWISE including 
Mother's Day, Father's Day, June Brides, Anniver- 
saries, Birthdays. 

USE THE OFFICIAL INDUSTRY DEVELOPED 
DISPLAY KIT TO TIE-IN YOUR STORE with the 
theme to be seen in national advertising of partici- 
pating manufacturers. 

SHOW A “GIFT WRAPPED” ITEM IN EVERY 
ELECTRIC HOUSEWARES DISPLAY WINDOW 
OR IN STORE. 

USE THE GIFT CERTIFICATE ANGLE WHICH 
WILL CLOSE MANY SALES FOR ELECTRIC 
HOUSEWARES AND CREATE ADDITIONAL 
TRAFFIC FOR YOUR STORE. Your distributor 


will soon show you suggestions for this idea. 


r 


Exectaic Housewares Section 
National Electrical Manufacturers Assn. 
155 East 44th Street, New York 17, N.Y. 


Please send me 


Free Electric Houseware Retail Display Kit 


FOR YOUR Store 


FREE 
SELLING 
AIDS 


Address 
City 


Attention 





FINEST LAMPS YOU CAN SELL 
FOR OUTDOOR FLOODLIGHTING 


AMPLEX 
WEATHERPROOF LAMPS 


Clear Amplex Weather- 
proof Lamp for use in 
standard reflectors for 
general outdoor 
applications. 


Amplex Spredlite Reflector Lamps 
are side-silvered for outdoor lighting 
where a wide-angle light distribution 
is required. Ideal for service stations, 
garages, ball parks, shipyards, etc. 


YOU GIVE your customers the best buy on the market with 


Amplex Weatherproof Lamps. They're made of a special mois- 


tureproof hard glass that eliminates all failures due to climatic 


conditions . . . assures dependably constant illumination . . . cuts 
replacement costs to a new low. 

The R40 Floodlite shown above, has a pure silver reflector 
lining hermetically sealed in ... assuring topmost reflecting 
efficiency. All Amplex Weatherproofs feature the Amplock all- 
mechanical base, guaranteed never to loosen despite the highest 
lamp temperatures. 

For increased sales and greater customer satisfaction get full 
information about Amplex Weatherproof Lamps. Write Amplex 
Corporation, Dept. A-3, 111 Water Street, Brooklyn 1, N. Y. 


AMPLEX 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodlites, Industrial 
Infra-Red Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, 
Traffic Signal Lamps, Incandescent Lamps, Fluorescent Tubes, Display Accessories. 


(Continued from page 8A) 


try advisory committees in the ap- 
paratus and supply and in the appli- 
ance fields. The availability of repair 
and replacement parts is highly im- 
portant in times of emergency espe- 
cially when civilian production must 
necessarily suffer because of neces- 
sary increase in the production of 
military requirements 


N.A.E.D. NEWS DISPATCHES 
PLAYING IMPORTANT ROLE 

Regulations, directives, orders and 
interpretations are again making 
daily appearances as the national de 
fense tempo is accelerated. National 
Production Authority, Economic 
Stabilization Agency, Federal Re 
serve Board, etc., are the sources 
from which this steady stream of 
controls flows 

Through the newly _ instituted 
N.A.E.D. Washington News Dis 
patch all members of the Association 
are being kept up to date on these 
many releases from Washington. In 
formation includes complete texts 
of those which affect the electrical 
distributor. Special data and inter 
pretations are also published 
promptly for the further informa 
tion of readers. Many members are 
maintaining complete files of these 


‘Dispatches”’ for ready reference 


AREA MEETING AT NEW YORK 

N.A.E.D. members in the Metro 
politan New York area held a suc- 
cessful meeting at the Hotel Statler, 
New York, on February 13th. Ap- 
pliance Division members met in the 
morning, with Benjamin Gross, Di- 
vision Chairman and N.A.E.D. vice 
president, presiding. Discussion cen- 
tered around industry and govern- 
ment emergency activities affecting 
appliance distribution. 

Following luncheon the members 
of the Apparatus and Supply Divi- 
sion met, with Board of Governors 
member from this area, C. McKew 
Parr, holding the gavel. Being also 
the vice chairman of the Task Com- 
mittee of the Electrical Apparatus 
and Supplies Wholesale Industry 
Advisory Committee—NPA, Mr. 
Parr gave an interesting account of 
the recent activities of his Task 


Committee an-l the main committee 


AREA MEETING AT PHILADELPHIA 
New Jersey, Eastern Pennsylva- 
nia and Delaware m 
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N.A.E.D. met at Hotel Warwick, 
Philadelphia, on February 16th. The 
meeting schedule was on the same 
basis as that followed by the New 
York meeting. N.A.E.D. president, 
W. G. Peirce, Jr., addressed the 
morning and afternoon sessions. 

Board of Governors member from 
this area, Raymond Rosen, presided 
at the Appliance Division session in 
the morning; and Charles E. Mason, 
Board of Governors and Executive 
Committee member, presided at the 
afternoon session for Apparatus and 
Supply Division members 


AREA MEETINGS AHEAD 

Later this month (as this is writ- 
ten) N.A.E.D. Member Area Meet- 
ings will be held in Tampa, Florida, 
on February 21 at the Tampa Ter- 
race; and at the Hotel Statler, Buf- 
faio, New York, on February 27. A 
meeting is scheduled at the Hotel 
Statler, Detroit, Michigan, for 
March Ist; and at the Engineers 
Club, Boston, Mass. for April 10th. 

Meetings so far held have been 
well attended, in view of the discus 
sions on developments in the nation- 
al defense program. All members are 
encouraged to bring their key men 
with them in order that they can 
have the benefit of direct participa 
tion in the exchange of information 
and experience directly affecting 


problems of distribution 


EXECUTIVE COMMITTEE 

The Executive Committee meet 
ing held this month at Association 
headquarters considered several im- 
portant industry matters. Reports of 
commodity committee meetings held 
since the last session of the Execu- 
tive Committee were carefully re 
viewed before their approval was 
voted. 

\pparatus and Control Commit 
tee and Residential Lighting Com- 
mittee reports were submitted by 
the Apparatus and Supply Division. 
\ppliance Division reports were sub- 
mitted by the Major Appliances 
Committee; Radio, Television anc 
Tubes Committee, and Electric 
Housewares Committee. 

Arother subject of general interest 
considered 
program for the 43rd Annual Con 
vention to be conducted at Atlantic 
City, May 21-25th. 


by the meeting was the 


FULL JOBBER MARGINS! 
FULL DELIVERIES. .. NOW! ang 


Amplex Swivelite sales are UP... UP.. .UP 


Swivelite Hood units in Mace Jones Furniture Store, Kansas City, Kansas, sup- 
plied by W. T. Foley Electrical Supply Co., Inc.; lighting layout by John Maultsby, 
Architect. 


YOU GET your full jobber’s profits with Amplex Swivelites... 
and full, prompt deliveries, too! What's more, Amplex Swivelites 
are far and away the best buy for your customers. They're the 
smartest-designed and most adaptable lighting fixtures —the 
easiest and quickest to install—the most economical in service. 
Effective advertising, plus unique advantages that meet and 


beat competition, make Swivelite today’s fastest-growing line. 





Ask about Swivelite distribution in your territory. 


Write Amplex Corporation, Dept. A-3, 
111 Water Street, Brooklyn 1, New York. 


AMPLEX 


Sealed-Beam Reflector Lamps, Colorbeom Lamps, Spotlites and Floodlites, Industrial 
Infra-Red Heat Lomps, Vibration and Rough Service Lamps, Street Lighting Lomps, 
Traffic Signal Lomps, Incandescent Lomps, Fluorescent Tubes, Display Accessories. 
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GLASS ALZAK 


GUTH AAA INDUSTRIAL REFLECTORS 


made of ALZAK Aluminum, the permanent surface 
that, properly cleaned, maintains initial high efficiency. 


RESISTS ) heat and abrasion, acid fumes, salt spray, smoke and soot 


WILL NOT b chip, break, peel, rust, corrode, tarnish, check 


Even dropping the reflector will not damage 
ALZAK finish; small dents can easily be straight- 
ened out. 


As the first step toward better light that stays 
bright, learn the complete details from our Cata- 
log 890-G. It’s yours for the asking. 


LIGHTING 


THE EDWIN F. GUTH COMPANY / ST. LOUIS 3, MISSOURI 
Senile uw Lighting france 1902 


(Continued from page 51) 


we had two short years ago. My opin- 
ion is that the year as a whole will 
not produce as great an overall volume 
as did 1950, but only a superman can 
put his finger on where the greatest 
variations of supply and demand will 
occu’! 

“You will hear and read in trade 


papers, etc., that ng is and will 


CONGRATULATING E. V. Wet- 
more (right), newly installed president 
of the Electric Institute of Boston, is 
George H. Wahn (left), retiring pres- 
ident of the institute and president of 
George H. Wahn Co. 


1950 but 
that heavy industry will pick up th 
slack in apparatt nd supply lines 
with probabl 
the supply 
lines. We 
4 business it 

“TI y 

like to leave with you and it is this 
rhe electrical business, of which you 
1 good business. I think 

> world, 

the 48 

ld, seeing 

every day the 

lards of people 

Sach day prog- 

de and every type of indus- 
ry means of transportation, 
y office, warehouse and home find 
more uses tor and more devices by 
which to make use of the facilities of 
fered, using the power generated in 
our public service companies’ generat- 
ing stations—and don’t forget New 
Engiand is the best place to live and, 
to my mind, the best in which to do 

business. 

“The living standards of this coun- 
try have outstripped all other, pri- 


marily because of our harnessing and 
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using this 
telephone could not function without 


great 


the medium of electricity ! 

“It is a good business! Let us re- 
spect it, support and profit from it in 
more than we have 


the future even 


in the past.” 


Dallas Wholesaler 
Expands Headquarters 

DALLAS, TEXAS—The Meletio 
Electrical Supply Co. recently com- 
pleted an addition of 10,000 square feet 
of floor space to its headquarters here 
at Preston and Young Streets. The 
company also added 2,500 square feet 
of showroom space on the Preston St. 
side of the main building. 

Including the showroom space, the 
building gives the firm a total of 50, 
O00 feet of floor The 
showrooms are of the latest modern 


series of 


square space. 


design using a recessed 
fluorescent lights and recessed incan 
descent spotlights. 

Organized in 1920 by Alex Meletio, 
Sr., the company observed its 30th an- 
niversary last year as it stood estab 
lished as one of the largest independent 
electrical distributors in the Southwest 
lighting 
fixtures and electrical appliances, the 


Handling electrical supplies, 


company in its north Texas area alon 
The company 
Oklahoma, 


northert 


employs 19 salesmen 
operates in southern 


Arkansas 


also 
southern and 
Louisiana 

During the years since its organiza 


tion Mr Meletio’s 


joined the firm in executive capacities. 


four sons have 
They are: Jack and George Meletio, 
Alex Meletio, Jr., 


and James Meletio, secre- 


vice presidents; 
treasurer ; 


tary 


Utilities Claim Victory 
Over Dept. Of Interior 


WASHINGTON, D.C.—The pri- 
vate electric utilities recently claimed 
a major victory over federal powe1 
planners of the Department of Interior. 

“he Federal Power Commission ap 
proved licensing the Virginia Electric 
& Power Co. to construct a $27 mil 
lion, 91,000-kw hydro-electric project 
at Roanoke River in northern North 
Carolina. The application of jhe pri- 
vate utility had been bitterly opposed 
by the Interior for two years. 

The Commission’s 44-page decision 
rebuking the 


at times seemed to be 


Secretary of Interior. It also was in- 


industry—even the 


Jefferson 
SAF-T-LAG 
Thermal Fuse 


Jefferson—Union [in- 
dicating) and Jefferson 
—Gem (non-indicat- 
ing) Non-Renewable 
Enclosed Fuses 
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@ Order your fuses the easy, profitable way— 


easy because all your fuse needs 


are handled 


through one dependable supplier—profitable be- 


cause Jefferson has a complete line of superior 


fuses to meet your trade’s every 

The Jefferson SAF-T-LAG is a 
heavy-duty non-renewable Ther- 
mal Fuse with an extra Safe-Time- 

Lag to protect equipment and ma- 

chinery. The SAF-T-LAG acts pos- 
itively on dangerous overloads yet 
rene ms premature and unnecessary 

lowing on harmless, temporary 
overloads that lead to work stoppages 
and delays. The SAF-T-LAG fuse is 
designed with copper elements hav- 
ing much lower resistance than con- 
ventional fuses with zinc elements 
resulting inapproximately 50% lower 
watt loss and cooler operation than 
other types of fuses. 

Jefferson SUPER-LAG and UNION 
Renewable Fuses are engineer-ap- 
proved for the average manufacturing 
plant. They blow only when excessive 
overloads threaten the circuit. They 
areruggedlyconstructed and designed 
for quick cleaning and easy renewal. 

Where overloads are not a frequent 
occurrence, as for lighting circuits, the 
Jefferson Non-Renewable Fuse is the 
choice for economical, dependable 
service. This fuse as all other Jefferson 
Fuses has years of specialized know!- 
edge built into its Jeane. 

Many industrial plants have use for 
all three Jefferson Fuse types. And, 
remember, it really is easier and more 
profitable to let Jefferson handle ail 
your fuse needs for you're sure of sat- 
isfied customers and repeat sales with 
Jefferson. Sold through electrical 
wholesalers. 

Approved by Underwriters’ Laboratories 


requirement. 


Jefferson 
SUPER-LAG 
Renewable Fuse 


JEFFERSON ELECTRIC COMPANY, Bellwood, Illinois 





terpreted as a blow at the report of 
President Truman’s Water Resources 
Policy Commission, which is consid- 
ered to oppose licensing of sites in- 
cluded in federal river basin plans. 


Commission Upholds Examiner 


In ruling for the VEPCO, the Com- 





mission upheld the recommendation of 
its chief presiding examiner, Frank A. 
Hampton, who urged private develop- 
ment of the site in opinions handed 
down in March and November of last 
year 


BREAK-PROOF The Department of Interior, in op 
SHOCK-PROOF posing the license application, had 


’ i | contended that Roanoke Rapids was 
Screw Drivers reserved for federal development, be- 
cause Congress had approved a report 
’ of the Army Corps of Engineers in- 
cluding this site in a plan for develop 

ment of the Roanoke River 


More Sizes... More Types... More Kits Ths Conssivsion Semel Gout evidown 


presented in the case “does not show 


Are Available To You. ee From VACO that the Roanoke Rapids site would 


be developed at any time by the Fed 


@ No more “lost sales” when you carry Vaco... the nationally fal Chaceidiaiieag setadih 
¢ ¢ er: wvernment, snoul ne ending 


advertised, nationally known line of quality drivers with famous ipplicati m for license } lenied.”’ 
plication for il s e dene 


Amberyl S/B (slo-burn) handle. Whatever your customer wants 4s ELECTRICAL WHOLRSALING went 
... screw drivers, nut drivers... special purpose kits ... unusual to press, two major questions had not 
bit styles... “reversibles” ... interchangeable blade been ans 
drivers ...they’re all available from this one source. Will Interior retary Chapman 
te Sule And to help you get those extra impulse seek new argument at FPC or a court 
gar sales, Vaco offers you more counter dis- reversal of the FPC ruling? The Sec 
plays, more “buy off the board” and | retary was granted intervener status 
permanent wall displays than any other in the case in the Commission's deci 
manufacturer in the business! Quality ? has been 
It’s “tops”! Prices? In line! Margins? 
Your full profit every time! 


' 
sion, and a court appeal 


hinted 

Will the FPC rule for private de 
velopment in a similar case involving 
a license application of the Pacific Gas 
Let This Display & Electric Co. to develop sites on the 
Help You Sell Kings River in California? The FPC 


: in November of 1949, approved the 
. § | + The Vaco C 110U permanent wall display . ' 
shows 30 different drivers to everyone license, but subsequent argument was 
\ \ - who sees it... acts as a perpetual silent held before the commission which has 
} \ salesman. Order one today for extra sales 
\ : ond extra profits! 
ii} decision 


not affirmed or reversed the earlie1 





Get Your FREE Copy 
of this Handy, Illustrated 
Catalog and Reference Book 


You can't afford to be without this veritable gold mine of 
information! Tells you all about bit sizes to fit every 
screw ... lists the various drivers by type and size. Amply 


lustrated in color. Order your copy, today 


Morton C. Holleb (left) gets hearty 
In Canada: Vaco-lynn Products Co., Ltd. handshake from Jerome C. Dobkin, 
1212 Notre Dame St., W., Montreal 3, Quebec vice president of the wholesaling firm. 


6 ' . aS APPOINTED controller for Dobkin 
317 E. Ontario St., Chicago 11, Illinois Kiectrical Supply Co., of Chicago, 
co. 
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J. J. Mitchell Retires 
From BullDog Electric 
DETROIT—J. J. Mitchell, vice 
president, BullDog Electric Products 
Co. of this city, recently retired from 
the company after 16 years service. 
Though retiring from active duty, Mr. 
Mitchell will be available as consultant 


and counsel in the firm’s affairs. 


J. J. Mitchell 


Joining the company in 1934 as a 
sales specialist, he reorganized the 
sales depart ent and established na- 
tional distribution of the organization’s 
products through electrical wholesalers 
trom coast to coast 

In 1935 he was made sales manager ; 
in 1939 vice president in charge of 
sales. Mr. Mitchell was appointed vice 

n 1949 serving as adminis 
stant to the company’s pres 


liam H. Frank 


Cleveland Association 
Names Officers For 1951 

CLEVELAND—Karl R. Schuele, 
vice president, The Fries & Schuele 
Co., was recently re-elected president 
of The Electrical League of Cleveland 
by the league’s board of directors. Will 
T. Clark, residential sales manager of 
The Cleveland Electric Illuminating 
Co., was elected first vice president, 
while John G. Lee, branch manager 
of Westinghouse Electric Supply Co. 
was named second vice president 

Stanley E. Strunk, league secretary 
for several years, was elected secre- 
tary-manager, and C. W. Fick, district 
manager of General Electric’s appa- 
ratus department, was appointed treas- 
urer. 

Other directors of the Cleveland 
Electrical League for 1951 include: 
C. E. Kirkpatrick, district manager, 
Graybar Electric Co.; Adam S. Green, 
merchandise manager for Sears, Roe 


buck & Co.; J. A. Foukal, appliance 








SECONDARY RACKS & SPOOLS 


Lay 


TELEPHONE INSULATORS 


ey 
~~) 
- 


KNOBS, TUBES, CLEATS, FENCE INSULATORS | 








(a ot om 


OUTLET BOXES, SURFOLETS 


Porcelain Products, tac. 


FINDLAY, OHIO 
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department manager, Sterling-Linder- 
Davis; H. G. Frank, general manager, 
appliance division, Strong, Carlisle & 
Hammond Co.; C. B. Gray, manager, 
Buckeye district, General Electric Co. 
lamp department; A. F. Head, district 


manager, General Electric Supply 
Corp.; F. G. Hickling, district sales 
manager, Westinghouse Corp. 

Also R. C. Hienton, general sales 
manager, and R. J. Miller, assistant 
sales manager, both of The Cleveland 
Electric Illuminating Co.; H. H. Ken- 
nedy, district sales manager, Frigidaire 
Sales Corp.; H. R. Keppler, owner of 
the Brooklyn Electric Co.; H. L. 
Martien, president of the Martien 

SLATER No. 280 
Pull Chain Lampholder 


—engineered for service 


Electric Co.; Frank Simon, electrical 
department manager, G. Worthington 
Tm ; Co.; and John U. Walker, president of 

e only one piece ceil- . Mat a ee a 
ing lampholder with the Midland Electric Co. 
removable interior. Con- 
tractors say, “We install 
3 SLATERS to 2 of any . * bp bale T “ 
other.” Fits 3%" and 4” | Lllinois Porcelain Names 


boxes. Insist on the | Mi, E. Roark Sales Manager 


heavier, sturdier orig- 

inal! There’s only one MACOMB, ILL.—M. E. Roark, 

real pull chain lamphold- 

er that meets your rigid 

needs—and that’s Slater. recently named sales manager of the 
Illinois Electric Porcelain Co. accord- 





production manager since 1937, was 


ing to an announcement by Henry P. 

Kettron, president 
At the same time James H. Foster, 
= grag — sing agent for the 
duction man- 





A wiring device costs — 

what you sell it for only if > Sfpanicttosenen® 
your customer can install it and ; e rimsy cuotce FoR 
forget it. Otherwise, it may be avery GEE F occasion 
too expensive for him at any price. It / 

doesn’t take long to discover that SLATER 

has no hidden costs. SLATER’s elaborate 

“fool proof” inspection system sends out each 

wiring device in uniformly perfect working 

condition. It costs us a bit more that way, 

but we know it will make and hold customers. 

Let your customers decide. Sooner or later — 


2y ask for SLATER. | a. 
they ask for SLATE THIS attractive 3-color poster is in- 


Vrite for Catalog No. 50 today. cluded in the electric housewares pro- 
” ; ’ . » ? = y motion kit for dealer use during the 

Slater Electric & Mtg. Co., Ine., Woodside, N. Y. Electric Housewares Section, National 
Electrical Manufacturers Association 

campaign. Launched during the re- 

cent January Housewares Show in 


ad . Chicago, the campaign is designed to 
secure a greater share of the year- 
os ren : i: round multi-billion dollar gift market. 
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Sylvania Appoints Four 
Curtis A. Haines Arthur L. Chapman 


John B. Merrill H. L. Richardson 


PROMOTED to the post of vice 

president recently were four exec- 

utives of Sylvania Electric Products | 

Inc., New York. Curtis A. Haines was | z 

named general manager of operations | Note overall rugged construction of the “Buffalo” Breezo Fan 
of radio tube and television picture 


, 
tube divisions; Arthur L. Chapman 
was made general manager of the 
firm’s radio and television division; 
John B. Merrill was appointed gen- # 
eral manager of the company’s tung- 
sten and chemical division; and How- 
ard L. Richardson was named director 
of industrial relations. WN 


wanes — FOR INSTALLING AND SERVICING! 


e@ Rugged square panel for quick installa- 
WASHINGTON, D.C.—Since de- tien enyuters. 

fense mobilizer Charles E. Wilson set ad © Quiet, efficient fan for years of heavy- 

up the Defense Production Adminis- duty air moving. 


tration under General William H e i eee 
erates practically without attention— 
Harrison in January, the older De P p y 


o 
fense Powet Administration has had BREEZO q cimpin, shunty evasteustion. 
more trouble than a college student e 6 sizes, 8” to 24”, all with 
trying to find out whether he is going FAN high grade standard - make 
to be drafted or deferred. The fact motors. 
that “DPA” stands for both adminis 
trative branches has been painfully 


brought to the attention of Defense WRITE FOR BULLETIN 3222-F 


Power officials who have been plagued 








with phone calls asking, “Is General 


Harrison in?” 

Defense Power Administrator C. B. BUFFALO FORGE COMPANY 
McManus finally came to the rescue 214 Mortimer St. \) Buffalo, New York 
of his besieged staff recenily by sug Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
gesting that the name of his organiza- 
tion be changed to “Defense Electric 





Branch Offices in All Principal Cities 
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TO IMPROVE YOUR 
Fuse Profits 








' GREAT WESTERN RENEWABLE FUSES 


i 
* 


e 

. 

* 

& 

| LAMAR TIME LAG FUSES 

cd 

« 
From start to finish, Great Western and LaMar Lag fuses are de- 
signed to give your customers extra service . .. and to give you 
extra profits. That’s why their brass parts are heavier. That’s 
why they have heavier fibre parts . . . and why no iron or steel 
is used in their construction. That’s why they include one-piece 
links in all sizes. 
All of these advantages mean that your fuse customers will be 
better-satisfied if you sell them Great Western and LaMar Lag. 
They'll get better fuse performance and you'll get better fuse profits. 


Write for literature and prices. 


GREAT WESTERN FUSE DIVISION 
Titeflex, Inc., 900 Frelinghuysen Ave., Newark 5, N. J. 


Power Administration” as a way to 
avoid the confusion. Interior Secretary 
Chapman immediately approved the 
change. So now its “DEPA” until 
some one sets up a new defense agency 
using the new initials. 

Washington’s alphabet troubles 
aren’t over yet, however. The Office 
of Defense Mobilization (Charles E. 
Wilson) and the Office of Defense 
Manpower (Labor Dept.) both ab- 
breviate with the same _ initials, 
“ODM.” 


Ralph J. Cordiner Picks 
GE’s Team Of Top Brass 


SCHENECTADY, N. Y.— Ralph 
J. Cordiner (top left), elected pres 
ident of the General Electric Co., 
after the resignation of Ches. E. Wil 
son, announced in New York re 
cently the election of three executive 


vice presidents, to fill newly-created 
posts with responsibilities 
signed by the G. FE president 

Elected by the firm’s board of 
directors were Henry V. Erben (top 
right) of Schenectady, N.Y.; Har 
dage L. Andrews lower left) of 
Bridgeport, Conn ind Roy W 
Johnson (lower right) of New York 
Their headquarters will be at the 
company's executive offices in this 
city. 

Mr. Erben 1 native of Schenec 
tady, N.Y formerly was a _ vice 
president of the company and gen- 
eral manager of the G. E, apparatus 
department. He was graduated from 
Yale University, Sheffield Scientific 
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School, in 1919 with a degree in 


mechanical engineering. Mr. Erben g © 

joined General Electric in 1920 as Can in 
a student engineer on the company’s ee 
test course. Two years later he was 

transferred to commercial engineer- 

ing work in the lighting department a 

and the following year joined the 

company’s central station depart- 


ment. In the years that followed, | . 
Mr. Erben advanced through the 
ranks serving as manager of several | 


departments. In 1948, he was elected 





vice president and appointed general 
manager of the apparatus dept. o 

Mr. Andrews, a native of Boon Your profits go up 
ville, Mo., was a vice president of e 
the company and general manager | when you sell this Pike iDp 
of the firm’s appliance and merchan- | 
dise department. He was graduated e ie k 
from a University of Missouri in self-contained die stoc 
1910 with the degree of bachelor of cS —— 
science in electrical engineering, and 
was then selected for the G. E, test 
course and assigned in Schenectady. 
Late in 1925, Mr. Andrews was ap- 
pointed assistant engineer in admin- 
istrative charge of the railway 
engineering department, and four 
years later was advanced to the post 
of engineer. In 1934 he was elected 
a vice president and put in charge 
ot steam railroad electrification. One 
year later he became directly respon 
sible for all of the company’s trans 
portation activities. In 1939, Mr 
Andrews was put in charge of the 


a 


appliance and merchandise dept. 
Mr. Johnson was a vice president 
of the company and general man 
ager of the affiliated manufacturing 
companies department. A native of 


Michigan City, Indiana, he was Right Here is the (See FHEEHD Cat. 
simple device that : alog in Lle« os 

makes 65R auto- Buyer's Reference 

sity of Michigan with an A. B. de matically JAM- 

: PROOF 


graduated in 1927 from the Univer 


gree. After graduation he joined the 
advertising firm of Campbell-Ewald 
Co., working in Detroit and the West : hewmte 
Coast. He started work with Gen it —lead screw can’t jam on workholder. New jam-proof drive 
eral Electric in 1930, working first | plate automatically kicks out driving ratchet pawl when standard 
as representative of the Maqua Co length thread is cut. You sell new type drive plates to convert re- 
a G. E. affiliate, at the appliance and cent model 65R’s. Perfect threads on 1” to 2” pipe with one set of 
merchandise department, in Bridge 4 high-speed steel dies—sets to pipe size in 10 seconds, mistake- 
port, Conn, In 1942, he joined the proof self-centering workholder sets instantly. Cash in on the new 


WPB remaining with the agency jam-proof FRIGQ0ID 65R—order today! 
until 1944 when he rejoined G. E 


@ Your customers like this 65R because they don’t have to watch 


as vice president in charge of com 
mercial activities of Telechron, Inc., 
an affiliate company. In 1947 Mr. 
Jchnson was named marketing man 


ager of the affiliate manufacturing -— _ 


department, and in 1948, he was ap- \ ° \ 
poin:ed general manager of that de- ork- S. 
partment. Later, in the fall of the year, * er | ! € iT) * 


he was elected a vice president. 


March, 1951—ELECTRICAL WHOLESALING 





| Atlanta Electrical 


Association Elects 
ATLANTA, GA.—Leroy H. Kise, 
buyer of electrical appliances for 
Rich’s, was recently elected president 
of the Atlanta Electrical Association. 
He succeeds J. H. Cawthon of Caw- 
thon & Hollums, at East Point. 
Other officers elected at the annual 


Oo reye}*) meeting, which was attended by more 
AQ, | 


mails | than 200 wholesalers, distributors and 
AL | retailers, included: Ed F. Yancey, Jr., 
es every of Advance Refrigeration, Inc., vice 
sag president; A. E. Eichenlaub, honorary 
| secretary; and L. L. Austin, executive 

bring yov | secretary. 
rofits Newly elected members of the asso- 
ales and P ciation’s board of directors were: 
$s | Herndon Thomas, J. C. Brown, Vance 
Woodcox and J. H. Cawthon. In 
recognition of past services A. E. 


IDE 
sales me* 


month to 


more 


, / . Foster was elected honorary life mem- 
All this and national magazine 
advertising, too! 


Every month IDEAL’s big, continuous di- ‘ ie C 
iindnth aempsien conias the te aie | Duellman Electric Co. 


and prospects in your territory with pin- | : - Se. 

point accuracy. It is producing sales and Adds Two To Staff 

sales leads in BIG volume. All sales and DAYTON, OHIO—Because of ex- 
leads are channeled through IDEAL Dis- 
tributors . . . In addition IDEAL furnishes ' Nag 
you with free direct mail—imprinted with | tric Co., electrical wholesalers of this 
your name—to tie you in with IDEAL'S na- city, recently added H. E. Brown and 
tional advertising program . . . IDEAL is ey Aap é aff. Fact 
all-out to bring you more sales, bigger sales Claude E. Krug to its staf ich 
and new accounts. The market is vast—the has had more than twenty years of 
demand. is there—the Profit margins are lib- | experience in the electrical wholesaling 
eral. Make up your mind, right now, to cash 
in as never before. 1951 is an IDEAL year! 


ber. 


panding activities, the Duellman Elec- 


field, and joins the firm as purchasing 


agent and city salesman, respectively. 

*Averoge number of direct-by-mail pieces each month. : : : 
In serving the contracting and in- 

dustia rket 1 ne rour ’: 
@ CLEANERS lustial market in and around | ayton, 
Hand-type vacuum the company carries a complete line of 
cleaner — sprayers — | cupplies and lighting fixtures. 
blowers—dryers—pop- | 
corn blowers — curry 
combs. All-purpose 


@ “WIRE-NUTS" ® 
and WIRING TOOLS 
“Wire-Nuts”—the patent- 
ed*, solderless, tapeless 
wire connectors and IDEAL Set-Screw 
wire connectors. Wiring tools include: . F 
B-X cable cutters — voltage testers — = cleaners for oe 
fish tape, reels and pullers — fuse re- tion cova: Nitsa “ai 
ducers — fuse clip clamps—test lites— ee en 
fuse pullers—cable rippers—joist bor- @ MOTOR MAINTENANCE 
ers—wire skinners EQUIPMENT 
Commutator and slip ring re- 
*Pat. No. 1,933,555 surfacers—commutator clean- 
: ers—brush seaters— precision 
@ THERMO-GRIPS ® : * grinders — mica aaeeneneen 
Resistance heating prin- — commutator saws — coil 
ciple soldering tools that winder drives and heads—in- 
make difficult soldering sulation testers—growlers 
jobs in production or main- j 
tenance easy. Sizes for @ MACHINERY PRODUCTS 
every job. Live — to speed and im- 
rove lathe output — ic 
@ WIRE STRIPPERS Schade — dust ies 
Production: Brush—bench tachometers — demagnetizers. 
—rotary and lever types. ALBERT PFALTZ has announced 
Also famous “Stripmaster” the establishing of a consulting serv- 
and “E-Z” hand type. Sold Through America's ice for all phases of writing, planning 
Leading Distributors and production in the public relations 
and promotion fields. Mr. Pfaltz who 
recently resigned his position as pub- 
lic relations manager of the NAED 
will maintain his office at 140-50 Ash 
Ave., Flushing, N. Y. 








IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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FRANK E. JOHNS (left) was re- 
cently appointed sales manager of na- 
tional distribution, while Charles M. 
Campbell (right) was named contract 
sales manager of the home appliance 
division of The Murray Corp. of 
America. Both men will make their 
headquarters at the firm’s home appli- 
ance plant and general office in 
Scranton, Pa. 








P. J. McMillan Named 
To A/W Plan Committee 


NEW YORK—Paul J. McMillan, 
secretary of the Electric League of 
Chattanooga, was recently appointed 
to serve on the National Adequate 
Wiring Bureau’s plan committee. He 
was named by the International Asso- 





(Advertisement) 


WOULD CERTAINLY MISS... 


... this Buying Information | 


As a source for locating product informa- 
tion on machinery, equipment and sup- 
plies MeGRAW-HILL’S PRE-FILED 
ELECTRICAL CATALOGS has proved its 
value conclusively to Arthur Wachter, 
Service Manager of Lighting Fixture & 
Electric Supply Co., Inc., New Orleans, | 


La. In a recent letter Mr. Wachter said: | 
“I find this book very essential and would | ILSCO COPPER TUBE & PRODUCTS 
certainly miss it if not on hand.” , INC. 
In addition to the pre-filed catalogs of | 
leading manufacturers there is a compre- 5746 MARIEMONT AVE. CINCINNATI 27, OHIO 
hensive Directory of Manufacturers, with : 
which is included a separate cross-refer- 
enced Directory of Trade Names with | 
company addresses. 
If there is no volume of PRE-FILED 
ELECTRICAL CATALOGS available at | 
your plant for buying reference write to 
McGRAW-HILL CATALOG SERVICE, 
330 West 42nd Street, New York 18, N. Y. | 
| 


There is no charge to qualified users. 
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ciation of Electrical Leagues to 


place William G. Hills, managing 
rector of the Electric Institute 
Washington. 

Mr. McMillan has had many years 
of experience in promoting adequats 
wiring. Supervisor of residential sal 
for the Electric Power Board of Chat 
tanooga since 1939, Mr. McMillan has 


FOR MANY INDOOR AND OUTDOOR INSTALLATIONS | xcs s-scisted with one of dhe mos 


successtul idequate wiring operations 


in the country. The hattanooga pro- 
y s substantially raised the gen 
eral level of home wirt in that > 
by certifying 1,605 new homes 
RLM Angle ; a . 2 
ee Westinghouse Elects 


PORCELAIN ENAMELED Four Vice Presidents 
WHITE INSIDE—GREEN OUTSIDE PITTSBURGH—Election of fou 
‘ new vice presidents of the Westing 


RLM Glassteel Diffusers RT eT RLM Standard Bowl house Flectri rp. was recentl 


Quality Standard 


that Builds Business for You 


GLASSTEEL DIFFUSER THREADED HOOD: The prin- 
ciple feature of this line is a rolled thread of heavy gauge 
copper connecting the porcelain enameled reflector to three 


types of socket hoods pendant, outlet box and_hori- *SAFELET" 
nls he i se deli ers ¢ ce al rer ce 0 ig 
zontal. ‘I Diffuser delivers a certain pet nt of light CIRCUIT 


toward the ceiling eliminating unpleasant light contrasts 


1 the room BREAKER 


e ENCLOSURE 
QUAD SOCKET REFLECTORS: 5 styles made in various 
sizes for general industrial illumination. Solid neck con- for 
struction eliminates all exposed joints and seams. Each has Surface Mounting 
a weatherproof top fitting and is available with shock ab- 
sorbing sockets as well as the standard rigid socket. 


we 
QUAD SHADE HOLDER REFLECTORS: 5 styles made in 


various sizes. The Standard 214” fitter adapts them for use 5 
; 


+4 


—and for 


with any screw or other type shade holder. Flush Mounting 


o 
HEAVY THREADED REFLECTORS AND SOCKET 


HOODS: Especially serviceable for railroad yards and in- 
dustrial locations where atmospheric conditions require 


The “Safelet’’ combines 
a HEINEMANN Auxili 
ary Breaker, a conveni 
ence outlet, and a pilot 
light in a metal wall- 
box of pleasing design 
Any electrical appara 
sturdy lighting equipment that can be easily removed for ~~ a. oR 
cleaning. Made in 4 reflector styles. 4 ing irons, motor driven 
tools, etc. plugged into 
. ~ the outlet is protected by the breaker against over- 
e See the complete line in our Condensed Catalog No, j loads and short circuits; while the pilot light serves 
as a reminder that the circuit is in use. Drawings 

e on application 


TERE LACQUER cucwann cxecraic co 


325. PEORIAST. CHICAGO Z, ILL.) § 152 Plum Street 


Trenton New Jersey 
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] 


middle Atlantic district manager, Phi 


adelphia, and L. E. Lynde, who | 


las 
been New England district managet 
at Boston, but now will head the con 
pany’s Washington, D.C., government 
office 

Mr. Fort, a native of Atlanta, Ga., 
has been with the firm since 1923, 
holding sales positions in’ Albany, 
N.Y., New York City and Pittsburgh 
He was named manager of central 
station sales in 1943, and manager of 
the ipparatus sales department the 
post he now hotds, in 1949 

Mr. Loomis, who has been manage! 
of the Westinghouse middle Atlanti 
district since 1931, is a native Aubur 
Township, Susquehanna County, Pa 
He joined the company in 1914 as 
graduate student at the East Pitts 
burgh Works, and from 1915 to 1931 
was in the New York sales office 

Mr. Lynde, who will head the cot 
poration’s government office at 
} 


ington, has been manager 


> 
, 


England district at 


\ native of Merrimac, Mass 


ston s 


graduated from the Universit 


Hampshire. He joine 


+c} } 
ittspurgn, 


MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


> 


| = . LISTED 
‘ hk ele ty and 
COMPOUND? APPROVED 


by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 
Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Conveniently packed in 
pint, % gal., gal. and 5 gal. cans. Avail- 
able through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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If you've ever been up on a 50-foot 
stick when your life depends on the 
quality of the belt and safety strap 
you use, you will appreciate the high 
quality and care that is so much a 
part of all Klein equipment. When 
life’s at stake, there can be no com- 
promise with quality. Old timers 
know that Klein equipment has stood 
for quality in linemen’s tools and 
equipment—“‘since 1857.” 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric Corp. 
New York 


If you have not received 
a copy of the new Klein 
Pocket Tool Guide, 
write for one. It will be 
sent without obligation. 


0 


“ 0 BELMONT 





for 
safetys 


201-N. £. Plier 


5233 Kiein-Kord 
Sefety Strap 


se : | , 
A) col IN coo 


Rom Menem @ | ILLINOIS 








LATROBE 
&. 


Sy 








itiesiniaieiesioemeeneiteat 


No. 470 “Bull Dog” Pipe 
or Conduit Hanger 
Cc and dab for hanging pipe 
or conduit 2", 34 and 1” to steel beams 
up to 4%" thick. Permits pipe to run at any 
angle to the beam. 











No. 252-R Two Gang 
Adjustable Floor Box 
Neat and practical with No. 208 Receptecis 


in one section. One Cover Plate has 
flush brass plug; other has 2”. 





| before being assigned to the St. 


| the Radio 





pendable in operation. 


The simple, compact design of “Latrobe” 
Specialties makes them easy to install or apply. Because only highest 


All-Out Convenience! All-Out Performance! 


Floor Boxes and Wiring 


quality materials go into their manufacture, they are completely de- 


Sold Only Through Wholesalers 


office and at 
been stationed since 1927. 


Mr. McLeod, 


3oston, where he has 
who was born in 
Mount Olive, Miss., has been with 
Westing! 1925. He has held 
sales positions in the company’s offices 
in Houston and San 


Wichita, Kans., 


10ouse since 
Antonio, Texas, 
and Memphis, Tenn., 
Louis 
office in 1939 as central station divi- 
sion manager. He was appointed south- 
western district manager in 1946, 


| Glen McDaniel Of RCA 
Named RTMA President 


CHICAGO—Gien McDaniel, 39- 
year-old lawyer and vice president of 


Corporation of America, 


| was recently elected the first full-time 
| paid president of the Radio-Television 


Manufacturers Association by the 
RTMA board of directors. The ap- 
pointment concluded a three-day in- 
dustry conference at the Stevens Hotel 
here. It was stated that he will take 
office about April 1. 

Robert C. Sprague, who has been 
serving as both president and chair- 
man of the board of RTMA, resigned 








No. 280 Nozzle 
with 
No. 200 Plate 


Hos 10 Amp. 250 
Volt Receptacle in 
Brass Housing, 
mounted on 1" Brass 
Pipe Extension 3° 
long. Longer exten 
sion if desired. 


Keystone 
Fish Wire 


Finest grade flat 
steel wire in ten 
sizes. 100, 150 and 
200 foot coils. 





No. 330 
“Tom Thumb” 
Utility Outlet 
Ideal for use in 
wood floors, base 
boards and other 
inslatiations free 
from moisture or 
mechanical injury 
Quick and easy to 
install. 


—_ 


Millions in use all over the country. Packed 
in cartons, kegs or barrels, 


BX Cable 
Staples 





ULLMAN 


EASILY 
INSTALLED 


—=a 


ANUFACTURING CO. 
LATROBE, PA.  \ 


ECO- 
NOMICAL 








“ORDER 

SHERCO STAPLES 
NOW FOR PROMPT 
SHIPMENT—’”’ 
Says SHERCO 


sity 


"You can take my 
word for it—I've 
been used on 
thousands of jobs 
and go into those 
Hard Woods eas- 
ily without bend- 
ing, pulling out, 
or splitting the 
wood," 


Insist on Genuine SHERCO 
Staples. They are packed clean 
and dry. Write for full particu- 
lars her ol 


@ Distributed through Electrical 
Wholesalers @ 


SHERMAY MFG. COMPANY, INC 


4243 W. Easton Ave. 
St. Louis, Mo. 
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as president, effective when Mr. Mc- 
Daniel takes office, but will continue 
as chairman of the board. 

The election of Mr. McDaniel ful- 
filled the RTMA 


membership which amended the as- 


objective of the 


sociation’s by-laws and paved the way 
for a reorganization at the annual con- 
McDaniel was 
recommended for the 
presidency of the 
reorganization committee, headed by 
former RTMA president Max F. Bal- 
com, following months of studying the 


vention last June. Mr. 
unanimously 
association by the 


association’s requirements and a care- 
available executives 
familiar with industry problems. 

Mr. McDaniel has been 
with the radio-television industry since 
early 1946 when he joined RCA Com- 


ful canvass of 


associated 


munications, Inc. as vice president and 


general attorney. Recently he has been 
serving on the staff of Brig. General 
David Sarnoff, RCA chairman of the 
board, and Frank M. Folsom, RCA 
president. 
During the three-day sessions the 
adverse effects of material shortages 
and the defense requirements for elec- 
tronic equipment and parts were thor- 
various RTMA 


oughly discussed by 


NAME VOURTAPE... 


GET MORE FOR YOUR MONEY 


The tape with the yellow cor 
made by OKONITE 
SOLD ONLY 

a aeolel 1h 440) 


THROUGH 
WHOLESALERS 


a6 


Hh o & WE ty 
‘D) 


VOLK CE 


— anther ana Dragan 


friction and rubber tapes 


March, 





Poerbess. 


Clectiic 


PRESSURE BLOWERS 
FOR SMALL EXHAUST SYSTEMS AND 
FOR CONVEYING, COOLING, ETC. 


PRODUCE A LARGE VOLUME OF AIR 
AT HIGH STATIC PRESSURES 


®@ Peerless Electric pressure blowers are designed to produce a large 
volume of air at high static pressures with the advantages of a self clean- 


ing paddle wheel. 


These blowers are recommended for small exhaust systems where air is 
laden with dust or grit. and also for supplying high pressure air for con- 


veying, cooling, etc. 


The blowers are made in four sizes, with motors of 1/8, 1/3, 3/4 and 2 
H. P., and wheels 7-3/4 x 2, 9 x 2-1/2, 10-5/8 x 2-1/2, and 12-1/2 x 2-1/2, 


respectively. 


WHEELS — Constructed with straight radial 
blades supported on a heavy back plate 
with heavy castiron hub, dynamically 

and designed for efficient oper- 





HOUSINGS — Arc-welded 16-gauge steel 


| housings and motor bases for rigidity and 


long life. 


| MOTORS — Standard blowers furnished 


with single phase Capacitor-Induction type 
or three phase Induction motors. All are 
equipped with ball bearing, rigid ted 
motors. Also available in other current 





| characteristics for special 





ROTATION and DISCHARGE — Furnished 
for clockwise rotation, bottom horizontal 


discharge unless otherwise specified. At 
time of inst h ings or wheels may 
be turned for other discharges and rotation 
if so desired. 


CAPACITIES — Tested and rated in accord- 
ance with codes adopted by National As- 
sociation of Fan Manufacturers and the 
American Society of Heating and Ventilat- 
ing Engineers. 


GUARANTEE — Units are guaranteed 
against defective workmanship or material 
for a period of one year from date of ship- 
ment from factory. Each unit when shipped 
is registered and the serial number identi- 
fies it immediately for spare parts or du- 
plicates. 





Write for sheet giving complete specifications and prices. 


THE PEERLESS ELECTRIC COMPANY 


Established 1893 @ WARREN, OHIO 


MOTORS « FANS © BLOWERS 
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A Salement 
of “Jales Policy 
by the 
ARRO EXPANSION BOLT CO. 
IS baa? p49 | 


The following is the Operating and Selling Policy of 
Arro Expansion |Bolt Company, manufacturers of 
quality fastening and drilling devices for masonry— 
for over twenty years. 





DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Mill Supply, and Electrical Supply Dis- 


tributors. 


INQUIRIES—All inquiries are referred to our distributors in then 
respective territories, 
PRICES—Arro products are reasonably priced to promote their 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit. 
RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising. 
STOCK-—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry. We expect distributors to maintain a 
sufficient stock to adequately serve their trade 
SERVICE—Nine branch warehouse stocks are maintained in key 
cities, strategically located throughout the nation. All orders are 
shipped immediately from branch warehouse stocks and normally 
within 48 hours from factory stocks 
GUARANTEE—Arro products are fully guaranteed against defects 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office only. 
SALES AIDS—Arro helps promote sales for distributors by supplying 
a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen; and by regularly advertising in leading trade 
journals. 
PARTICIPATION—Arro is an active member of leading industrial 
and trade associations. 
This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in 
our substantial growth. 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 
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committees and the board 


Co-Chairman A, D. Plamondon, Jr., 


of directors 


f the electronics parts mobilization 


committee submitted t tl | ird 


directors detail 
industry’s use of 
terials in 1950 


th 
thie 


J. H. Ronayne Named Mer. 
Of EEDs Light Bureau 


NEW YORK—Joh 
Edison El 


+! 





PLAN TO USE 
THE Superior LINE 


Wa PORCELAIN 


| INSULATORS 


—<ate SUPERIOR White 


porcelain insulators, 


cleats and tubes, 
glazed or unglazed, 
are made uniformly 
to exacting specifi- 
cations and come in 
enough sizes and 
styles to meet any 
requirement. 
Comparison will 
prove they are 
truly SUPERIOR. 


STANDARD 
TUBE 


THE Su LINE 
"EXACTLY WHAT IT SAYS" 


SUPERIOR PORCELAIN CO. 
PARKERSBURG, W. VA 
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tute’s Better Light Better Sight Bu 


reau. The announcement was made by Wherever There's A leader 
Ralph P. Wagner, bureau chairman eee 
Mr. Ronayne joined the editorial ° 
staff of the Edison Electric Institute You Find The NAME BRANDS 
in 1940 after several vears’ experien 
al 


in the public utilities advertising fiel 

He served as an intantry officer 
returning to the EET in 
New York City, M1 


raduate 


Promotion Program 


Launched By NEMA 


NEW YORK—The electric |! 
wares industry is out to capture a mt 
1 


larger share of the profitable year 


‘round gift market business for its 
ee ee UNI-PACT BELL 
One thing you've found in your sell- 
ing experience—there’s no substitute 
for ‘Name Brand" dependability in 
keeping customers happy. That's 
why it’s important to sell the best— 
names like these! The illustrated 


tributors and dealers 
\ccording to the sales promotion 
s t 
1 


committee, electric housewares sectiot 


National Electrical Manufacturers As 





os . 

Stop Circuit Faraday Uni-Pact Bell is one quick- 
change unit of the famous plant sys- 
Hold-ups eee tem — just one of many systems 
e that build business for you. Start now 
Call a Sylvania anticipating your Customer's require- 
ments—stock and sell devices and 

signals made by these top brands. 


MODEL SW-100 


There’s an increasing demand for 
world famous Sperti Ultra-violet 
Cesesennes bo- Sanitizers for use in hospitals, schools, 
come fast public buildings, stores, rest rooms— 


friends when » . . 

aie? Suieunie wherever people gather. Sperti units 

mend Syl purify polluted air, kill bacteria, 
e 2 . eg: ° 

rns . reduce the possibility of group infec- 

mium) start tion and the spread of colds and flu. 


ers. Devel- Model SW- 100 is just one of the many 
oped by Syl . . . 
vania to po types available—some combined with 
; lice fluores incandescent light. Write for Sperti. 
cent circutts, they immediately Cut Out any y . 
lamp that begins to flash or flicker. Pre- Ultra-violet catalog. 
vent damaging of ballasts or starters, but 
never hold up a circuit. Save time, save 
current, reduce maintenance costs with 
Sylvania COP type starters. 
For descriptive folder and detailed in- GO ““FIRST CLASS”’ 
formation write today to: Sylvania Elec- 
tric Products Inc., Dept. L-7403, 1740 


Broadway, New York 19, N. Y. ———— 
SYLVANIAVELECIRIC «= 32eRZ Frahcadav Tp. 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING. WIRING DEVICES; LIGHT 


BULBS. RADIO TUBES: TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS ADRIAN, MICHIGAN 


ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS: TELEVISION SETS 
BELLS « BUZZERS « HORNS « CHIMES + ULTRA-VIOLET SANITIZERS + VISUAL 
AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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sO many 


Paine’s 


Paine Perforated Hanger Iron is no exception. 


that right now we're having trouble meeting their needs. 


You already 


know how your customers ask for this Paine product in ten foot 


your 
Iron 


straight or coiled lengths. You've seen 
customers buy Paine Perforated Hanger 
from the attractive, colorful, counter merchan- 
disers — designed to increase impulse buying. 
Yes, your customers know that Paine Perforated 
Hanger Iron solves thousands of fastening, / 
hanging and anchoring problems, quickly, sure- 
ly and economically . they know it’s worth 
waiting for. We'd just like to tell that 
we're doing our best to supply you, so that you 
can supply your customers. 


THE BEST CRAFTSMEN ALWAYS TAKE PAINE’S 


you 


Offices in Principal Cities 


tHE PAINE company 


2979 Carroll Ave., Chicago 12, Ill 





WHOLESALERS 


Important 
news to ‘ 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 


y/ 


HEXACON 


W. CLAY. AVE. RC 


telling the story to a 

quarter of a million key 

men in industry each 
month, 


ELECTRIC CO. 


S8LLE PARK NEV Y 


ELECTRICAL WHOLESALING 


sociation at a recent meeting here, a 
full-scale merchandising and promo- 
tional program with the theme: “Give 
Electric Housewares—First Choice for 
Every Gift Occasion,” was adopted. 
The new program was launched last 
month, on a continuing basis, with an 
eye to converting more consumer dol- 
lars into electric houseware items for 
Mother’s Day, Father’s Day, bridal 


June as well as 


A ci om plete pt yint- 


Easter and 


gifts at 
anniversary gifts. 
of-sale dealer merchandising program 
is available on request. 

Distributors and retailers witnessed 
the first phase of the program during 
the January Houseware Show, Janu- 


ary 18-25, Navy Pier, Chicago. 


Chelsea Fan Announces 
Three Promotions 
PLAINFIELD, N.J 


Fan and Blower Co., Inc 
yn of three mem- 


-The Chelsea 
, recently an- 
nounced the promoti 
bers of its staff. Promoted from gen- 
vice president was 
\s general manager 


Mr. Read directed 


manager to 
Re id 


mpany 


eral 
George J. 


for the c 


G. J. Read 


both domestic and export sales opera- 
tions. His new include 
sales, public relations and promotional 


duties will 
activities. 

Leslie R. Hansel 
president in charge of manufacturing. 
superintendent, 


was named vice 


Formerly production 
his new responsibility will be to head 
all production operations for the com- 
pany. 

Henry W. 
from southern sales representative for 


Clower was advanced 
the firm when he was appointed vice 
president in charge of southern opera- 
tions. In his new capacity, Mr. Clower 
will handle trade and industrial con- 
tacts throughout the Mr. 
Clower and his sales staff will operate 
Chelsea’s office. 


Southeast. 
tlanta, Ga., 


from 
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a9 | Ne , 
Use the LA\| URS) J LIU Reel Koller 


TO HANDLE ANY MATERIAL 
DISPENSED FROM A REEL 


AUSTIN 
No. 600 MAXIMUM 


STANLEY L. BAKER was recently y AX s REEL CAPACITY: 4000 LBS 
appointed to represent Day-Brite a ROLLER WEIGHT: 75 18S. EACH 
Lighting, Inc., of St. Louis, Mo. in the 

states of Maine, New Hampshire, Ver- 

mont, eastern Massachusetts, and 

Rhode Island. His headquarters are 

in Ipswich, Mass. Associated with the 

lighting industry for the past 20 years, 

Mr. Baker is a member of the New 


England section of the I.E.S. OUTSTANDING ADVANTAGES: 


1 Ramp makes loading fast and easy 
2 Five adjustable slots take various reel diameters 
3 Thumb screw locks front roller for reel removal 


NuTone Creates Division 4 Single unit takes reels up to 30° wide 


For Defense Production S Bolt two units together for reels up to 64° wide 
sind sti ‘ ee 6 Higher back roller prevents ree! from coming off 
CINCINNATI—A special division roller when material is dispensed Te UE Austin Company 
of NuTone, Inc., to handle defense 7 Reel rolls on grease packed flanged ball bearings 
8 Bright orange finish makes ree! readily visible — 
helps to eliminate accidents 
J. Ralph Corbett, president. Joseph M. @ Use on the job, truck, or in warehouse 





: NORTHBROOK. ILLINOIS 
production, was announced recently by 


Neville, former sales promotion direc- |____ 
tor, has been promoted to head this 


new department. 
Mr. Neville will work directly with oY: NT- 
the six members of the company’s en- HA cit 
gineering department and the general x 
plant manager in connection with con age eco 


tracts with the Army, Navy and Air 


Force, and also prime government con 
tracts. 


Trumbull Electric Names BLACKBURN 


Two District Managers Wire 


NEW YORK—The Trumbull Elec- 
tric Manufacturing Co. of Plainville, CONNECTORS 
Conn., recently announced the appoint- 
ment of J. J. Pascher as district sales 


manager of the firm’s New York dis- Maeny Uses: 
trict. Also named was W. A. Edwards IN JUNCTION BOXES 


who was made manager of the com- FOR FIXTURE AND 
pany’s east central district. RANGE CONNECTIONS 


Mr. Pascher was manager of Gen- FOR MOTOR CONNECTIONS 


eral Electric’s Hartford office since 
e ° ; Quick and easy to install, yet connections can 
945, and hat he was sale 
1945, anc prior to that he was sales be changed without clipping pigtails. Only 3 
engineer in the industrial division of sizes cover o range from No. 14 to No. 4 wires 


“ t . Save labor—cost little—get some today. 
G. E.’s apparatus department in New i “ 
a i . - . w to Order: 
York. After attending Stevens Insti- CORPORATION 
aa - . a Cat tou for 2, 3 or 4 No. 14 wires 
tute of 1 -chnology, New York Uni- 2 or 3 No. 12 wires 35 MADISON ST. 
itw 1 the University of Vientr " "2 No. 10 wires 
versity, an the niversity ot 1enna, * 6U ” 20° 3 No. 8 wires $Y. \ours é, moO. 
ascher in 1924 joined the " "2 No. 6 wires 
Mr. Pasche 1 J : "  4U " 2 No. 60r 2 No. 4 wires 


Sprague Electric Co. which had just Phone CEntral 3007 
become part of General Electric Com- 
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NOW! Ni EW! = = pany’s switchboard engineering de- 
2 j e J partment at Bloomfield, N.J. In 1928, 
Low Cost eee Low Wattage 2 y ° ' he was tt insferred to G E.’s New 


i switchboard specialist. 


*a* e 
7 g r Hy HI! York office as ; t ard i 
RAD a aigis Joining the rumbull Co. in 1927, 
} Mr. Edwards worked first in the sales 


Wall-Insert | division and later in the merchandis- 
$7.0 R| T¥ —- srnansee, k ti be er si te 1941, Mi 1 - 
V AUTOMATIC or | eecapanssees a i i as as ee a 

V MANUAL Control i . om | 




















Set it ... and forget it! 
Just set the thermostatic control dial 

the HEETAIRE will automatically 
produce and maintain any desired temper ; Defense Coordination 


ature between 40° and 80° F—immediate 


healthful infra-red rays turning itself Post For Alan F. Dill 
on and off as needed MARKEL Built-In HEETAIRE Model 241 TE } , 


With BUILT-IN THERMOSTATS 
or MANUEL Control 


1000 - 1250 - 1500 Watts . . . 120 and 240 WRITE for all the details — and the name 
Volts. Only 174g” high x 125%” wide! of our nearest HEETAIRE representative 











1 


1 


CLEVELAND \lan | 1) 
ay Tested and listed under re- nt 1 

KUL 4 examination service by Under- 
SA 


writers’ Laboratories, Inc. 


MARKEL LASALLE [g 


ill 


ELECTRIC PRODUCTS, INC: PRODUCTS, INC. ra aaa Se pmprmanar ange eet 


155 SENECA ST. BUFFALO 3, N. Y. 


FOR CONTRACTORS, LINEMEN, CENTRAL STATIONS 
AND THE ENTIRE ELECTRICAL INDUSTRY 


= Electrical Friction Tape 
Retains its soft sticky qualities— 
won't dry out on the roll or on the 
job. Sticks fast, lies smooth, holds 
tight. Has high tensile and dielec- 
tric strength. 





Rubber Splicing Compound 

Has strength, elasticity and long ; , , 

life. Self-vulcanizes into solid > ’ A 
watertight joint, insulates against sony f 

high voltages. — 
O. P. ROBINSON has been ap- 


Both types packed in cellophane wrapped rolls in standard sizes, or pointed manager of the Pittsburgh 


in the k : : district sales office of Cutler-Hammer, 
in the familiar Austin blue and yellow cartons, cellophane wrapped. - san Ms c He replaces T. 8 
3 ¢., ilwaukee e replaces » a 


Towle, who is now retiring after 21 
years as the company's Pittsburgh 


THE M, B. AUSTIN COMPANY. \ soles manager. Mr. Robinson's duties 


will also include the supervision of the 


NORTH |: 3 -gelel @ ILLINOIS firm's Youngstown sales office. 
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JACKSON vacotrcuss 


Also a Complete Line of INDUSTRIAL REFLECTORS 





ca 





8972-8974-8976 YARD LIGHTS 


Acceptance by Contractors 
ROBERT N. BLATCHFORD was and Users Puts Them Mm 
recently appointed to replace Edward the BETTER Profit Class... 


R. Dunn as advertising and sales pro- 


motion manager of the BullDog Elec- , 
tric Products Co., Detroit. Mr. Dunn, We can supply Yardlights of rigid design and Industrial 


after thirty years as advertising man- Reflectors made of one-piece heavy gauge steel, finished 
ager at BullDog, asked to be relieved in three coats of Vitreous Porcelain Enamel. 
of some of his former duties. He will 
assist Mr. Blatchford by serving as a 
consultant and taking charge of the 
department in his absence. 


Jackson Yardlights withstand wind and weather. They 
are completely wired and assembled, and are of good 
quality—have good appearance and give the kind of 
service that builds business. Listed by U. L.—approved 
for R.E.A. installations. Write for full details. Prompt 


, r ‘ ; deliveries. 
W.A. Roberts Named Head aa 
SEND FOR CATALOG ... Manufacturers of Reflectors @ Yard 


Of Allis-( ‘halmers Co. Lights @ Vapor proof units @ Weather proof Sockets 


MILWAUKEE—The board of d SOLD ONLY THROUGH DISTRIBUTORS 
rectors of the Allis-Chalmers Manu 


sroctanasent of Wltinn A. Rabari JACKSON ELECTRICAL COMPANY 











succeeds Walter ist 900-910 W. VAN BUREN STR CHICAGO 7 LLINOIS 
cently. Mr. Roberts 
r division chiet 
same time W 4 Johnsor 


ceneral executive vice UM Pata Colgle (Sambal ale me Aya 


Previously, Mr lohn 


Seeeeeeaeee! for LIFTING or PULLING! 


rm’s general machinery di 


tee The BLACKBURN, 


nade other executive change; 

Beam Singleton was selected to su 

ed Mr. Johnson; R. S. Stevenson t 

eed Mr. Roberts; Fred Macke 
made vice president in charge 


manufacturing, general machinery 


Hundreds of Uses 


Hoist weighs less than 12 Ibs., 
yet has %4-ton capacity. Single 
control for up and down. Quick 


Oo ' ‘ . , be f action, ratchet type. Factory 
Old Light Bulbs Cause . 5 a ee ee ren 
(Safety hook available at small 


additional cost 


———/—— MAIL COUPON FOCRY aanaaom 


y . 5 aD Bead r 
CLEVELAND—A 25-year-old light | JASPER BLACKBURN CORPORATION 
bulb may well be the cause of that 35 Madison St., St. Lovis 6, Mo 
hoses oo ' . I C) Send us full information about “Jiffy Lift”. 
ett ee he eee b TRIAL ! [) Send us one “Jiffy Lift” for 30 Day FREE TRIAL 


,etting on your television screen. Th ee ee ee 


by John H . Cite _ 


Certain TV Interference 


was revealed recently 
Campbell, illuminating engineer wit! ’ all Address. : 
General Electric’s lamp department ne City and State / EWH 


Ahan ces cc ce ee ee a ee ee ee ee 
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FOR LASTING 
SERVICE 


FLOODLIGHTS 


PORCELAIN A NEW 
ENAMELED ELLIPTICAL 


REFLECTORS 
PROVEN FAVORITES 





OPEN 
TYPE 
500 W 
CAT. NO. 80808 
750-1500 W 
CAT. NO. 80888 


WITH HR 
GLASS LENS 


200 W. 
CAT. NO. 3368 
500 W. 
CAT. NO. 3378 
1000 W. . 4 
CAT. NO. 3398 300-500 W. CAT. NO. 80708 
750-1500 W. CAT. NO. 80758 





MULTI ELECTRIC MFG. CO. Inc. 
4223-43 WEST LAKE ST. CHICAGO 24, ILL. 











with TORKMASTER 


UTILITY TIME SWITCH 


When selecting automatic time switches for indoor 


and outdoor uses remember the advantages of 
dependable TORK CLOCKS. Ideal for — Signs 
and Window Lights — Pumping — Defrosting — 
Oil Burners — Pre-heating — Lead or Wax — Hen 
House lights. Write today for complete details. 


No. 948A $11.00 List 
30 AMP * SINGLE POLE TELECHRON MOTORED 


sremericas &. 
Time Switeh Value 


TORK CLOCK CO., INC. ».%%: 





here at Nela Park. He said that some 
filament lamps of early manufacture 
have been found to cause interference 
to television reception causing a hori- 
zontal pattern at one to three places on 
the screen. 

Probably most of these lamps are 
located in hallway, attic or basement 
fixtures, and are used intermittently, 
he said. According to Mr. Campbell, 
tests indicate that straight-wire fila- 
ments in vacuum bulbs sometimes 
cause enough radiation to even inter- 
fere with a strong TV signal. There- 
fore, he concluded, the use of anti- 
quated clear-glass bulbs should be 


avoide d 


OBITUARIES 


J. C. Dupont 


J. C. Dupont, vice president and 
general manager of the Lighting Fix- 
ture and Electrical Supply Co., died 
suddenly on December 30th at his 
home in New Orleans, 

A native of Houma, La., Mr. Du- 
pont graduated from Tulane Univer- 
sity in 1924 with a commerce degree 
and took a job as an auditor with the 


J. C. Dupont 


Lighting Fixture Co. in New Orleans. 
Later, when the company purchased 
Lighting Fixtures, Inc. of Tampa, 
Florida, Mr. Dupont was appointed 
manager of the newly acquired Tampa 
branch. While serving as branch man- 
ager, he added electrical supplies to 
the branch’s regular line of electrical 
fixtures despite the fact that his com- 
pany had been previously concerned 
only with the electrical fixture busi- 
ness. In 1930, the success of the ven- 
ture resulted in the recall of Mr. Due 
pont to New Orleans to build up an 
electrical supply line for the firm’s 
home office. 

Mr. Dupont is survived by his wife 
and three children, J. C. Dupont, Jr., 
Mary Alice and Suzanne 
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MORE FACTS 
ON PRODUCTS 


Connectors and Terminals—Pressure 
terminals and connectors for every 
type of application on all wire sizes 
from No. 26 through 250 MCM are 
listed in a new 40-page Bulletin No 
61 recently issued by The Thomas & 
Betts Co., Elizabeth 1, N.J. A timely 
feature of the bulletin is a section 
giving a complete listing of Armed 
Forces procurement numbers, with 
the corresponding Thomas & Betts 
catalog numbers. Listing of specific 
types of connectors and_ terminals 
giving complete dimensions in simpli- 
fied tabular arrangement, along with 
full information on listings by Under- 
writers’ Laboratories and Armed 
Forces approvals are also included. 


ee an 2 ELECTRICAL WHOLESALING 
Distribution System — Feedrail 
Corp., 125 Barclay St., New York 7, 
N. Y., recently issued a 24-page Bulle- 
tin No. 21 on their trolley busway 
electric distribution system. The com 
pany’s “60” ampere system is fully il- 
lustrated to show its application to 
the cutting and sewing fields. The 
bulletin also contains sections that 
show in detail various layouts, plan- 
ning, installation and specifications. 


eention ? ELECTRICAL WHOLESALING 


Hermetically-Sealed Plugs—A four- 
page Bulletin No. RS-1 describes a 
new line of hermetically-sealed 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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“FLOATING SOCKET" 
LAMPHOLDER! 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Patent Applied for 


Cat. No. CLD-150 for 150- 
watt lamps. 
Cot. No. CLD-35 for 300 . 
nad OUD biaE binael Sane Floating socket moves for- 
temps. ward or side to side in an 
eccentric plane to compen- 
Aluminum alloy. Completely — ° ° 
wired. Heatproof, weather- sate for variations in size 
proof gasket. Removable re- 
aining ring for easy socket and shape of lamps, sockets 
ppnnemneanes and castings. Insures tight 
seal and positive electrical 


contact. 


THE M. B. AUSTIN COMPANY 


Tein 
LAMP NORTHBROOK, ILLINOIS 


BLACKBURN 


Senmice Entrance 


CONNECTORS 


Mr. Jobber: 


Here is a good steady yet high 
turnover item. Here is an item you will 
be proud to handle. It’s of the highest 
quality—one of the famous BLACKBURN 
Hi-Strength Line. It’s easy to sell, it 
stays sold, and your customers will 
keep calling for it again and again. 
If you are not yet selling it, send for 
somples and show it around. 

Type N (illustrated) has square body 

made of a strong bronze alloy. 

Type S has heavy round body made 

of high-strength Duronze. 


CORPORATION 
35 Madison St., St. Louis 6, Me. 
Phone 3007 


CEntrel 





yber-sealed) plugs and contains 


detailed specifications and diagrams 

ot the plugs along with practical “EASY TO FISH” 
ipplications \vailable from the 
Department, Cannon 


Development Co., Division of 
> 


Cannon Manufacturing Corp., 3209 


Humboldt St.. Los Angeles 31, Calif 


When »riting ELECTRICAL WHOLESALING 


Home Li 


h 


ghting New lhghting 


es al odern floor plans ot 

laundries tor the new 

r ire illustrated 

booklet on “Elec 

lable trom the 

Westinghouse Electric Corp. Propet 

irrangement ot ppliances in the 

for the laundry 

etfects for the 
features tor 

i the book 

» booklet are 

guide kitch 


e tot 


ATLANTIC CONDUIT 
FITTINGS CO. 
BOSTON, MASS. 








NE-SHEK 


INSTALLATIONS 


wow , 
x than Evers 








LN 47> 


JO Lewis * 

WINNING MORE ( \ 

oo ee we. NEW Customers /- and Conger 
6701) BRYN M E. EVERY DAY! 


CHICAGO 31, ILL. 


National 





trical installations is to -\- 
NO-SHOK Safety Du- ~ 


U N | V oo RSA L WANTED plex Receptacles. In new 
construction and remod- 
SALES MANAGER eling work, NO-SHOK 


PORCELAIN ee ee 
Well established manufacturer of ELECTRICAL ty features. National ORDER THESE FAST 


PORCELAIN specializing in HIGH VOLTAGE IN advertising in Good MOVERS, TODAY! 


SULATORS (Pin Type G Suspension), together 
IN ULATO RS with complete line of PORCELAIN AND BAKE Housekeeping, Parents @ NO-SHOK Safety. . 
LITE WIRING DEVICES, STANDARD, RADIO Magazine and Television EXTENSION 


G T-V INSULATORS, requires services of a HIGH 3 
GRADE SALES MANAGER, thoroughly familiar creates nationwide con CORD SETS 


THE with ELECTRIC JOBBING LINES, PUBLIC UTIL sumer acceptance and @ NO-SHOK Safety 
ITIES, REA, BUREAU OF RECLAMATION, etc trade enthusiasm. Sug- DUPLEX 
OFFICES in 22 principal an, ae 7 gest NO-SHOK for new RECEPTACLES 


sonable traveling contacts 
CELLENT OPPORTUNITY IN offering with con and replacement instal- @ NO-SHOK Safer 
cern of 28 years’ successful manufacturing lations. Promote and sell TABLE TAPS ¥ 
WRITE TODAY stating experience, eduvation safety watch how 

family, etc. All replies will be held strictly te 


\ ra Wd PRODUCTS ae @ sealidentio! quickly NO-SHOK builds gree ny 


volume sales. 


1549 EAST FIRST ST. SW-8931 Electrical Wholesaling BELL ELECTRIC COMPANY 


330 W. 42 Street New York 18, N. Y 


SANDUSKY, OHIO 1844 W. 21st St., Chicago 8, IIinois 
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+] publication 


uve 
Brown Instrumet 
Minneapolis 


] 
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| } 


lescri 
BEST salesman anaes 
. . with 21 dif- 
ferent push buttons for every 
need. If you have TRINE’S 
Senior Display, make sure you 
it selling 


“l the first tir 


you ever had! . 
1 
which 
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quipment 


mnation w ot 


used in rese 
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Known 


keep for you g 
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Or get the Display Deal 
(No 58) 


public 


right away. 1 
researc! 
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1 
I¢ 


this publication ¢ 
15-14 


Hone vwell 
Manhe 


letin write t 


SENIOR DISPLAY DEAL 
No. 58 


When writing 
mention 


ELECTRICAL 


t 


Ventilating Fans— 
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PUSH BUTTONS iat 
eAN 6 i tne oe 
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| 
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ACTUAL 

SIZE 

22/4" 15/4" 

21 ITEMS DISPLAYED 

21 assorted push buttons mounted on @ 
sturdy 3/16” thick display panel with 
easel for standing and eyelets for hanging 
Colorfuil—eye-catching white, orange, and 
brown. 


37 PIECES FOR STOCK 


Working stock includes one, two, or four 
of each item displayed, packed in individ- 
val primed boxes. All packed in a labeled 
shipping carton with display Gross 
weight: 7 Ib. 6 o2. 


Write for catalog sheets and samples 


Tf ee 
le 


=KEILS 
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mae new Fler 1s went wow! 


The iamp of a thousand uses 
Only has the patentoc 
double-s,ving device for giv 
ing finger tig, Rexibiliry 


UL approved moterials 
bronze, grey ond green « 
fired enamel finishes 


ven 
Puts light where you wont it, 
home, industry or institution | 
ne ee) 


MFG. CORP. 


NEW YORK 61, N.Y 


ART SPECIALTY COMPANY | 
3245 W. Lake St., Chicago 24, 11! 


Research Instruments—The 


Honeyw 
for 


is available for 


RODALE 
POLARIZED CAPS 
and RECEPTACLES 

are GREAT... 
elale MSM CM ial-m®) ti40 1) 18) 


for them! 


Westinghouse 


x 2099, Pitts 


WHOLESALI 


iccele 
1rough 
ted 


instruments 


subject of an 


Top-quality materials and master work- 
manship always go into every RODALE 
product . . and now all Industrial 
RODALE Polarized Caps and Recep- 
tocles are Underwriters’ listed! Your 
customers, now, more than ever, 
asking for RODALE products 
sure you're ready to meet 
quirements 


recently 


Diy 


Regul: 


issued 


Its sion of 
Th 
Vell tor 


be 


what 


their 


POLARIZED 
ARMORED CAP 


with Cord Clamp 


Blades @ Brass 
@ 20A-250V-3 
Wire. 0. D. 134°—Cord 
Hole .625. Carton 
Standard Package 


Cat. No 


ition 


ind analytical 


or copies of 


Bul 


Minneapolis 


1 
ite< S 


Brass 
Screws 


20. Weight 
1201 


POLARIZED 
SINGLE RECEPTACLE 


Molded bakelite 
contacts, brass 
terminals. Fits 
single outlet plates 
250V-3 Wire. Car 
Standard Package 
Weight b 


WHOLESALING 


with 
s 
all 


11 


Cat. No. 1230 
POLARIZED 
DUAL-PURPOSE 
SINGLE FLUSH 
RECEPTACLE 


- Brass 


contacts 
terminals 


Bakelite 

Screws @ Bronze 
mounted on brass 
assure positive heat-free cor 
ductivity. Rust and corrosior 
resistant coating on strap 
Accommodates Parallel ar 
three wire caps Fits 
standard single outlet plate 
10A - 250V; 15A - 125V 

Wire. Carton: 10. Standar 
Package: SO. Weight: 18 Ibs 


Molded 


d 


al 


Cat. No. 1030 





how these 
RODALE 


can 


Find out 

and other 

products 
LIFE into your sales-and-profit picture 


put 


For full details write TODAY to 


Dept. EW-4 


General Model 
tlight $15.75 
2 light $18.95 


, 


Desk Model 
2 light $25.00 


RODALE 


MANUFACTURING CO., INC. 
EMMAUS PENNSYLVANIA 


Floor Model | 
LSS 2 Night $28.75 
ACONLY | 





© HU. 8. $. Co. 


o® 


Sherman 


Ground 
Clamps 


For many years the ''Bond- 
Rod" Ground Clamp has 
been one of the most popu- 
lar items in the Sherman line 
of Electrical Fittings. Work- 
men like it, because it is 
easily and quickly installed 
—and makes a permanently 
dependable connection. 
Buyers like it because it is 
economically priced. Get 
the facts about Sherman 
high quality Electrical Con- 
nectors. It PAYS! 


H. B. SHERMAN Mfg. Co. 


Battle Creek, Mich. 


ELECTRICAL 
FITTINGS 


G4awe 


112 


sRod 


} 
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NOW neTer YEARS OF RESEARCH A PLASTIC. TAPE 
WORTHY OF THE PLYMOUTH NAME 


LY 

«(S| THE OUTSTANDING PLASTIC 
S'S ELECTRICAL TAPE 

PROTECTIVE ...7 solid mils of high dielectric vinyl 


as against 6 for other brands. Gives 16% more dielectric 
and mechanical protection. 


Packed canven- 
jently. Five 30-ft. 
rolls, %" width in 
DURABLE ... Extra thickness insures against chafing handy container. 
through. 


SAFE ... Dielectric resistance of more than 10,000 
volts. Over 1,400 volts per mil. 


TOUGH ... Resists water, acids, alkalies, corrosion, 
varying temperatures and weather conditions. 


VERSATILE... Adheres perfectly and conforms smoothly 
to all contours. 


PRACTICAL ... Answers the problem of space and 
neatness. f Packed indi- 


ECONOMICAL ... Greater flexibility and stretch makes ; vidually. One 


60-ft. roll, ¥%" 
each roll go further. width in single 


CONVENIENT .. . Packed in sizes electricians have aa | pocket-size 
demonstrated as their choice for years. metal can. 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, MASSACHUSETTS 





0-4. 2 


in the Gilcrafter. 





The following 


39 


were 


r 


a monthly house organ of the Gilbert Paper Co., of Menasha. 
Wisconsin. With their permission they are being passed along 
to our friends in the Electrical Wholesaling business. 


Be sure that you state all the facts, making cer- 
tain that the buyer understands all the terms, 
even those stated in fine print, if necessary. 


Be sure there is a thorough understanding of 
price. Do not be afraid to inform the buyer that 
the terms are expected to be met. If you lead the 
buyer to believe the cost will be less than he 
thinks, you may have to pacify a customer who 
thinks he has been robbed. 


If you do not know the answer to some question 
the buyer asks, tell him frankly you do not know. 
It's an old trick of buyers to ask questions to which 
they know the answers, just to see if you are 
shooting square. 


Promise a little less than you expect to deliver. 
Give the buyer a chance to be pleasantly sur- 
prised. We all like to receive a little more than 
expected. 


5. 


Put down everything on the order blank and 
be sure the buyer understands the terms. If he 
wants to make out his own purchase order, be 
sure he puts down all the facts. Read the purchase 
order carefully yourself and iron out any chances 
for later misunderstandings before you accept it. 


Never promise deliveries which can’t be ful- 
filled. If the buyer sticks his neck out on the basis 
of a delivery date which you promised him, and 
the shipment doesn’t arrive as scheduled, you 
probably have lost a customer for good. 


Don’t promise any special services or make 
other verbal agreements not in the contract— 
and hope the customer has a short memory. 
Promise no more than you can fulfill. 


. . . And don’t forget, let the customer know 
you appreciate his business, first, by thanking 
him for the order, and, second, by following 
through so that all the terms of the contract are 
fulfilled to his satisfaction. 


Quality Salesmanship Like A Quality Product 
Pays Off in Repeat Business 


Bussmann Mfg. Co., St. Louis 7, Mo. 


Division McGraw Electric Company 


INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM—SELL 
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